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SET CASH REGIST 


 ..and every Sale Means an Extra-Profit! 


Expert styling gives Hood Sportslax the sales- 
ummmmmph that insures volume selling at a 
comfortable profit margin. It will pay you to con- 
=). centrate your sandal business on Hood Sportslax. 
=), You can assure your customers of fine shoe 
_construction as well as smart styles when they 
choose Hood Sportslax. And with their mod- 


E@kate retail price you'll have an opportunity to 
mmore than just one pair to each customer. 
Mabatheir Quality, Style, and Price, Hood 
Spomsimmmean satisfied customers, larger vol- 
Eme,ane plus profits for you. 
WOOD RUBBER INC. WATERTOWN, MASS. 


ERS RINGING 


Hood Sportslax 
are advertised in 
national consum- 


er magazines! 
Backed bya strong 
sales-building 
local merchandis- 
ing.and promo- 


SALES LEADERS 


STYLE LEADERS - 
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MMAAYOR LaGUARDIA designated 
Sunday, March 12, as New York’s 
FRIENDLY DAY, calling on all 
people to display “the friendliness 
that makes the largest city in the 
world’s greatest democracy a happy 
place in which to live.” 


There is a very definite desire on 
the part of New York to make it- 
self friendly with all mankind in 
view of the coming World’s Fair. 
New York realizes that it has not 
always enjoyed the good-will and 
affections of people West of the 
Hudson, but it is going to make a 
bid for it this year. 


THE word “friendly,” adopted by 
the Mayor of New York as the 
spirit of New York for the Fair 
year, is a great and famous name 
in shoes. We had been noticing 
the sign “friendly service” over a 
national chain of gas stations; the 
term “friendly bank” as a national 
promotion to change the American 
public’s opinion of the banking 
fraternity; and it seems as though 
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the name “friendly” was in almost 
universal acceptance. 

So what was more natural than 
to wire Maxey Jarman, president 
of the General Shoe Corporation as 
to the origin of that great name 
“Friendly.” He replied: 

“Referring to your wire, the term 
‘Friendly’ originated with J. F. 
Jarman and W. H. Wemyss in the 
Spring of 1924. They were making 
plans for the start of the shoe fac- 
tory in the Summer of that year 
and spent a good deal of time win- 
dow shopping, gathering ideas and 
making plans for the type of shoes 
that were to be made. While on 
one of these idea expeditions in 
New York City the expression came 
to them as a good slogan. ‘Friendly 
to the Feet’ and the word ‘Friendly’ 
was applied to the shoes at the time 
and has been used ever since.” 


EAGLE-OTTAWA LEATHER 
COMPANY point with pride to the 
fact that their New York office has 
sent in an order for No. 734 top 
grade Colonial upholstery leather 
for use on a touring car for Presi- 
dent Roosevelt. His experience with 
the E. O. leather in the Inaugural 
Car prompts the reorder. The 
President prefers open and con- 
vertible cars—and, of course, it is 
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folly to use anything but leather 
on an open job. 

If all shoe and leather men 
would insist upon leather in their 
cars it sure would help the industry. 


NEW YORK CITY is making 
a drive, through its Bureau of 
Weights and Measures, “forbidding 
misleading advertising, with intent 
to increase consumption of any 
product.” 

All stores, including cancella- 
tion shops, are in for a cleansing 
process—for the big card in the 
window that says: “For a limited 
time only—$1.99—Values Up to 
$14.50, etc.”—then in small, hard- 
to-read letters in an obscure corner 
of the window poster, such words 
as “Others slightly more”—that 
form of merchandising is in for a 
double scrutiny. 

- We had occasion to travel the 
cancellation shop circuit with an 
inspector and detective of the Bu- 
reau of Weights and Measures and 
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stores had better be good and bet- 
ter be honest this year. 

New York is not going to be per- 

mitted to “Play the Sucker Game” 
this year. That is, if the Mayor 
and the Better Business Bureau and 
all the forces for honest retailing 
prevail. 
THE week of the opening of the 
San Francisco Fair showed a drop 
in retailing of 10 per cent—-so the 
news reports say. But don’t let that 
discourage you, if you are mer- 
chandising in San Francisco or 
New York. 

Past experience at the Chicago 
Fair showed that the first two 
weeks’ business was positively ter- 
tible, but “WHEN MONEY 
STARTED TO SPREAD AROUND” 
shoe stores came in for their share 
of local and transient trade. The 
Chicago Fair was held in 1933, you 
will remember—the very depths of 
the depression—and yet the Chi- 
cago stores showed better than a 16 
per cent increase, while the rest of 
the country took a bitter dose of 
red ink for that year’s operation. 

It takes a few weeks for any 
great event to shake itself down. 


through hotels, restaurants, theaters 
and the Fair itself retail articles 
and shoes get a break. 

Make no mistake about it—the 
phrase “Fair Feet” or “Exposition 
Aches” is no misnomer. Barking 
dogs, biting toes are the rule rather 
than the exception and the new 
styles contribute much to the agony 
of walking. Americans are largely 
a sitting people—made so by auto- 
mobiles, rapid transit, ball games, 
etc. When they walk the many 
interesting miles at the Fairs they 
are conscious of foot pains—even 
though they might walk a further 
distance at golf and never mind it. 
There is something in the pound, 
pound, pound on the hard pave- 
ments and floors that contribute to 
this foot exhaustion—whereas on 


a guy out in Denver who lost 
hie job dishes im- 
mediately started walking back- 


ward, 
—Psychiatrists a this condi- 
tion as due to tration—a 
form of shock at losing his job. 
a past decade no end of 
men e lost business, money 
and jobs but they've managed to 
keep a stiff upper lip and are still 
ing and marching forward. 
—1 know some men, however, who 
are today walking 
They possibly think they ore walk 
—They possi i y are 
ing back into the good old days 
when life was happier; but they're 


not. 

—Frank Rand, great shoe manu- 
facturer, once said: “lt takes all 
the running you can do to keep 
in the same place.” 


the soft turf the exhilaration of 
walking compensates. 

Shoe stores all over the country 
should prepare the customers for 
their “Fair” journey with the right 
shoe and the right fitting because, 
after all, buying in Fair cities is 
an emergency or a once-in-a-lifetime 
purchase. It is the to and fro that 
needs shoe store attention—AND 
HOW! 

* * 


THE good neighbor spirit between 
cities is growing. Chicago retailers 
sent a representative to address 
their New York fellow merchants 
on how to make the most of the 
business potentialities of the com- 
ing New York World’s Fair. Ken- 
neth E. Armstrong, controller of 
Marshall Field & Co., armed with 
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the results of a complete survey of 
the experiences of the Chicago 
stores during the Century of Prog- 
ress ition in Chicago in 1933 
and 1934 came to New York and 
addressed the merchants on “Turn- 
ing the Store into the World’s 
Fair.” 
* 

LOUIS G. FEMAN, Chairman of 
the Shoe Department of the Central 
High School of Needle Trades, New 
York, says: 

“Progressive planning in our 
field must make a place for train- 
ing shoe store salesmen. Selling 
shoes presents new problems. New 
types of consumers, new limitations 
upon the duties of the shoe fitter as 
established by state statutes, new 
methods of construction, new mate- 
rials, new ideas of foot comfort 
with the consumer’s demand that 
the shoe must be both fashionable 
and correctly fitted add to the 
problem. In analyzing the situa- 
tion further, we find that the shoe 
fitter is required to possess a vast 
fund of information in addition to 
his skill in fitting shoes. All of his 
necessary knowledge may be classi- 
fied along four broad levels. They 


are: (1) Information concerning 
his merchandise. (2) Shoe store 
practices and procedures. (3) A 
study of the salesman’s personality. 
(4) Basic information of customer 
relationship. 

“The shoe fitter should know the 
materials used in the making of 
shoes. Their sources and manufac- 
ture must be a part of his educa- 
tional background. Since leather is 
the most important material used 
in shoe manufacturing, he should 
have a fair degree of skill in 
recognizing the different types of 
leathers and possess an accurate 
judgment in estimating their value. 
This rather elementary information 
will form the basis for justifying 
price values in shoes. He should 
know, for example, that the vary- 
ing qualities in kid upper leather 
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make an appreciable difference in 
the retail price of shoes. Sole 
leather should be studied from the 
point of view of its various qualities 
and its effect on the price range and 
the comfort of the wearer. 


“A study of shoe advertisements 
shows us that the shoe fitter should 
have more than a talking acquaint- 
ance with shoe construction. He 
must be familiar with the three 
basic forms of shoe constructions 
and recognize the more recent 
adaptations taken from them. He 
should be able to distinguish dif- 
ferences between the new varieties 
and the elements that go to make up 
these improvements. For example, 
the type of shoe construction which 
has been developed in the last few 
years has its basis of change where 
the sole and the upper material are 
joined. Of the nineteen modern 
methods of shoe construction, eight 
of them go to make up more than 
95 per cent of the shoes.” 


BR. W. MANNING, proprietor of 
the Home Shoe Store, Everett, 
Washington, tells us: 

“Here’s one for the book. On 
June 28, 1921, a customer pur- 
chased a merchandising order for 
$12.00 to be used as a gift. This 


at? 


(4 ¢ 
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order was presented to us in Feb- 
ruary, 1939, to be honored when 
the self-same customer picked out 
a dozen pairs of hose at a dollar 
the pair. The store had the use of 
the twelve dollars for some 18 
years, so with interest figured at 
six per cent, we reasoned we owed 
this customer just $1.23 more— 
which to her surprise we tendered. 

“In passing, I must mention that 
this store has been in business con- 
tinuously for the past thirty-five 
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years and we have read every issue 
of Boot anp SHoe RecorpeR dur- 
ing that period to our great plea- 
sure and profit.” 


AN Associated Press dispatch from 
Jefferson City reports that the pres- 
ent trend in feminine shoe styles 
came Officially before the Missouri 
Legislature March 9, when a bill 
signed by 32 representatives was 
introduced in the House to make it 
illegal to sell shoes which are open 
at the toe or heel at any time ex- 
cept between June 1 and Sept. 1 


BROBERT KALLOCK, chief de- 
signer at Columbia Picture Studios, 
feels that “color combinations are 
a necessity for the coming Summer 
season. Suits will be gay. They'll 
be rampant with color—while the 
designs will not be revolutionary. 
“Clothes for several prominent 
screen players have just been de- 
signed with gay colors as the motif. 
Among these players are Kose 
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Stradner, famous continental dra- 
matic actress, Ann Dvorak and 
Joan Perry—all of whom will dis- 
port the new Spring design in the 
Columbia picture, ‘Blind Alley.’ 

“Beige, a high fashion color for 
the coming season, was my choice 
to combine with blue and pink for 
a dressmaker suit for Miss Perry 
to wear in the picture. The softly 
tailored jacket is of beige, has high 
front closing and four patch pock- 
ets. The skirt is circular and is of 
matching beige with an overplaid 
of pastel blue and pink. With this 
Joan wears a blue straw postillon 
hat with blue and pink bird wings 
decorating the high crown. 

“Rose Stradner will be seen in a 
hyacinth sheer wool suit, accented 
by a frilly white blouse peering 
from the high front closing and the 
edge of the three-quarter sleeves. 
A white straw hat accented with 
vivid field flowers is tied on with a 
shaded hydranga tone veil and the 
accessories are white gloves and 
navy shoes and bag.” 


“H's something your Grandpappy fetched back from the World's Fair!" 
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The shoe drawings are from orig- 

inal sketches exclusively for Boot 

ano SHoe Recorper by Mrs. A. 
M. Johnson. 


by HARRY R. TERHUNE 
Field Editor, 
BOOT AND SHOE RECORDER 


Soft dressmaker pump in pat- 
ent leather. 


Mac—Just like patent leather, and watch that today. 
It has my cash right on the nose. 

Harry—Say, look at the color, the pastel hats look 
like a flower garden, and don’t stare but notice Miss 
Jean Arthur, star in Columbia’s “Plane No. 4,” in her 
Genevieve Blue woolen suit with her accessories of 
cranberry calf. Do you like the combination of colors? 

Mac—Indeed I do like the combination and the 

[TURN TO PAGE 36, PLEASE] 


You Meard The Great Santa Anita Handicap Broadcast 
Saturday, March 4th; Now Let Harry R. Terhune and W. 0. 
MeCracken Give You An “On-the-Scene” Description of What 


Smart Holigwood Spectators Wore in Clothes and Shoes 
EN the midst of a gorgeous setting of flowers in the Mesh — -= 
foreground of the oval, backed by the grandeur of 
snow-capped mountains, thousands and thousands of 
people pack every available inch of space of this huge 
park. 

Long before the start of the first race a brilliant 
array of “big names” lunched, “hunched” and partied 
in the exclusive Turf Club. Here it was that a trio of 
observers spent an interesting hour before the race— 
your reporter; W. O. McCracken, buyer from the 
Wetherby-Kayser Shoe Store in Los Angeles and an 
acknowledged shoe style authority, and Mrs. A. M. 
Johnson, shoe sketch artist. 

So much for background. 

Mac—Please, Harry, try to remember where we are 
parking the car. 

Harry—Why, what’s wrong with your sense of direc- 
tion? 

Mac—Nothing in particular, but when one watches 
the ponies and sees the lovely ladies in their new out- 
fits, well, a parked car holds so little interest. 

Harry—Come on, let’s hurry, I have a long shot in 

Mac—O. K., optimist, after you. | 

Harry—Here is my dollar, let’s split the bet. 
Mac—So you like “Valley Lad” in the first. 
Harry—Certainly, don’t you? 


All ready for the racing sea- 
crepe dress and Miss Ruth- 
barber pole stripes. 4 
1 
4 
fag 
é 
Their horse is in the lead, if we may 
judge by their delighted faces. This time : ot > 
E Miss Howard and Miss Rutherford are 
. playing safe with March weather by SS x 
wearing brown Safari Alaskan sealskin 
coats. 


HARRY E. FONTIUS 


President, National Shoe Retailers 
Association 


MARY BROUWER FINLEY 
Of Brouwer Shoe Co., Milwaukee, 
Chairman Style Com- 

ttee. 
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L. E. LANGSTON 


Executive Vice-President of N.S.R.A. 
and Style Conference Chairman. 


STYLE CONFERENCE 


TO OFFER 
A WELL ROUNDED 


PROGRAM 
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ALBERT WACHENHEI™M, JR. 
Of Imperial Shoe Co., New Orleans, 


Chairman Women’s Style Com- 


mittee. 


A PROGRAM of unusual interest, 
featuring men and women prominent 
in retailing and in the field of fash- 
ion promotion, will mark the open- 
ing session of the National Shoe Re- 
tailers’ Association Style Conference 
for Fall and Winter, to be held Mon- 
day morning, March 27, on the Star- 
light Roof of the Waldorf-Astoria in 
New York. The Style Conference 
will continue for two days, Monday 
and Tuesday, in conjunction with the 
Official Opening of American Leath- 
ers for Autumn by the Tanners’ 
Council of America, which is also to 
be held at the Waldorf on the same 
dates. 

The list of speakers for the open- 
ing session on the 27th was an- 
nounced this week by Executive Vice- 
President L. E. Langston, of the 
N.S.R.A., who will preside as gen- 
eral chairman of the Style Confer- 
ence. Harry E. Fontius, of the Fon- 
tius Shoe Company, Denver, Colo- 
rado, president of the N.S.R.A., 
will give the opening address, en- 
titled “Plan Your Promotional and 
Merchandising Emphasis on Shoes,” 
to be followed by Merrill A. Watson, 
Executive Vice-President of the Tan- 
ners’ Council of America, who 
will discuss conditions affecting the 
leather market under the title “Shoe 
and Leather Buying Policies.” 

A featured speaker on the pro- 
gram will be Dr. David R. Craig, 
President of the American Retail 


Fashions and Merchandising to Be Presented from 


Many Angles at N. S. BR. A. Conference Opening 


Federation, an organization formed 
a number of years ago for the pur- 
pose of broadly representing the in- 
terests of retailing as an industry. 
The federation has headquarters in 
Washington and has among its mem- 
bers many of the largest and most 
influential of the national retail asso- 
ciations, including the National Shoe 
Retailers’ Association. Dr. Craig’s 
address will emphasize the impor- 
tance of retailing, the third largest 
American industry. His topic will be 
“Facing Facts in Retailing.” 

Mrs. Margaret Hayden Rorke, 
Managing Director of the Textile 
Color Card Association, will again 
bring to the conference the story of 
color for the coming season and in 
her vivid and interesting manner ex- 
plain the fashion background and 
the merchandising possibilities of the 
shades comprising the official Fall 
and Winter color card for shoes and 
leather. She will speak on “The 
American Color Way.” 

Mrs. Emmy V. Ives, fashion editor 
of Vogue magazine, will present the 
outlook for Fall as seen by her publi- 
cation in an address entitled “Fore- 
thoughts on Autumn Fashions.” Mrs. 
Ives has been heard before at the 
Style Conference, and the favorable 
impression she has created as well as 
her position as a fashion authority 
gives promise that her address will 
be one of exceptional interest. 

To climax the program of this 
opening session of the Style Confer- 
ence, the final feature will be a pres- 
entation of costumes, shoes and ac- 
cessories for Spring and Summer, 
entitled “Fashion and Footwear,” a 
promenade with models under the 
direction of Miss Jerry Johnson, of 
New York City. The finale of this 
fashion showing will give the audi- 
ence “A Peek into Fall.” Clothes for 
the fashion presentation will be by 
Dorothy Couteaur, Inc., Vera Max- 
well of Glenhunt, Dorothy Cox of 
McMullen Company, Leonora Orns- 
by and Muriel King, Inc.; hosiery by 
Nolde & Horst; hats, John Frederics, 


March 27th at the Waldorf Astoria 


Inc.; handbags, Bienen-Davis, Inc.; 
gloves, Aris Gloves, Inc.; jewelry, 
Regina Jewelry Co.; furs, Dein- 
Bacher, Inc. Shoes are being se- 
lected from styles featured in retail 
stores. Miss Katherine Vincent, 
fashion editor of New York Herald 
Tribune, will be commentator for the 
fashion presentation. 

Following this opening session, 
the Style Conference will lose no 
time in getting down to the actual 
work of formulating a shoe style pro- 
gram for Fall and Winter. The men’s 
Style Committee will meet Monday 
afternoon at 2 o’clock in the Jade 
Room on the third floor of the Wal- 
dorf under the chairmanship of Jo- 
seph T. Geuting, Jr., of A. H. Geut- 
ing Co., Philadelphia. The women’s 
Style Committee will meet Tuesday 
morning at 10 o’clock in the Jade 
Room, with Albert Wachenheim, of 
Imperial Shoe Co., New Orleans, pre- 
siding as chairman. The final session 
of the conference will be the meeting 
of the children’s Style Committee 
which will be held Tuesday after- 
noon at 2 o’clock in the Jade Room, 
with Mrs. Mary Brouwer Finley, of 
S. J. Brouwer Shoe Co., Milwaukee, 
chairman. 


JOSEPH T. GEUTING, JR. 
Of Geuting’s, Philadelphia, Chair- 
Committee. 


man Men’s Style 
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With Vibrant 
Shee Colors 


COSTUME: WHITE 
WITH PLAID 


SHOES: WHITE with touch 
of the sash PLAID colors. 
STOCKINGS: Light sunny 


HANDBAG: One of the 
leading plaid 
GLOVES: Stocking color. 
or 
beg 
OTHER ACCESSORIES: 
of the bright- 


COSTUME: WHITE 
DRESS WITH LEATHER 
BELT IN CHARTREUSE 
AND PURPLE BLUE. 
Costume: White dress 
with leather belt in char- 
treuse and purple blue. 
SHOES: Two-tone combina- 
tion of CHARTREUSE and 
PURPLE BLUE, definitely 
matching belt. 
STOCKINGS: Beige with 
purple tone. 
HANDBAG: Shoe blue. 


GLOVES: White. 

HAT: White with a touch of 
the purple blue. 

OTHER ACCESSORIES: 

Blues, mauves and deep 

green. 


COSTUME: WHITE. 


SHOES: FUCHSIA WITH 
WHITE platform sole and 


piping. 
STOCKINGS: Beige with 
slight rosy cast. 


fuchsia and hyacinth blue. 
OTHER ACCESSORIES: 
Fuchsia tones, the hya- 
blue a 
green in . Lip- 

stick with blue cast. 


With Muted 
Shee Colors 


COSTUME: WHITE 
WITH MEDIUM LIGHT 
BLUE BELT. 
SHOES: Matching belt. 
STOCKINGS 

= : Sunny clear 


HANDBAG: White. 

GLOVES: White. 

HAT: White with the shoe 
blue and a blending blue. 

OTHER ACCESSORIES: 
The two blues and a little 

pink and rose. 


WITH WHITE BELT. 


HAT: Handbag color. 
OTHER ACCESSORIES: 
, etc. The handbag 
and colors. 


SUMMER SYMPHONIES 


COSTUME: WHITE 

WITH PLAID SASH. 

SHOES: WHITE with CLAS- 
SIC TAN trim. 

STOCKINGS: Sun tan. 

HANDBAG: White. 

GLOVES: White. 

HAT: White with scarf of 
the plaid. 

OTHER ACCESSORIES: 

plaid 


One or two of the 
colors, as green and gold. 


WITH WHITE 


This clessic all-white dress shows 1939 
style trends in the pleated skirt, sott 
tailoring of the bodice and the touch 
of plaid at the waist — repeated in 
the hat scarf. We suggest high style 
and staple accessory color co-ordina- 
tions which may be developed in a 
variety of patterns — play, tailored 
and dressy types. 


/ Ensembles in the Majer 
é G\ @. 
‘ 
| | | | | 
GLOVES: White. — 
HAT: White with touch of } » 
/ - ‘ 
SHOES: All White. 
STOCKINGS: Light sunny 
ae HANDBAG: Choice of blue, 4 
rose, gold, etc. 
ee GLOVES: Stocking beige or fa 
white. 1 
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spirit will let herself go and use sev- 
eral brilliant colors and more uncon- 
designs and materials. 


GYPSY AIRS FOR THE 
SHIRTWAIST DINNER DRESS 


With Vibrant 
Shee Colors 


COSTUME: WHITE AND 
BRILLIANT MULTI-COLOR. 


Shoes: Two-tone combination picking 
up two brilliant colors in the stri 
skirt-—red and green, for example. 

Stockings: Summer "nude" shade 
blending with shoe colors. 

Evening bag: Red or green of the shoe. 

Gloves (if any): Green or red of the 
shoe or another of the brilliant stripe 
— contrasting effectively with 

g- 

Head covering: scarf in the 
skirt stripe ‘ad 

Other accessories: Jewelry, chiefly 
gold. “Stop Red" lipstick. 


With Muted 
Shee Colors 


COSTUME: WHITE AND 
BRILLIANT MULTI-COLOR. 


Shoes: All-gold leather and mesh com- 
bination. 

Stockings: Summer "nude" with gold 
tone. 

Evening bag: Gold or one of the bril- 
liant stripe colors. 

Gloves (/f any): One of stripe colors 
contrasting effectively with bag. 
Head covering: Gypsy scarf in the 

skirt stripe colors. 
a accessories: Jewelry, chiefly 


COSTUME: WHITE AND 
BRILLIANT MULTI-COLOR. 


Shoes: One of brilliant stripe colors, 
as red, blue, green. 

Stockings: Summer “nude” shade 
blending with shoe color. 

Evening bag: Matching shoes. 

Gloves (If any): Matching shoes. The 
heavy gold bracelets will break this 

Heed’ scarf in the 

covering: Gypsy 

skirt stripe colors. 

Other accessories: Jewelry, chiefly 


COSTUME: WHITE AND 

BRILLIANT MULTI-COLOR, 

Shoes: old leather. 

Stockings: “nude” with gold 
tone. 

bag: Matching shoes. 

ae ony): One of the stripe 


Head covering: Gypsy scarf in the 
skirt stripe colors. 

a? accessories: Jewelry, chiefly 


waists are two of the leading fashion 
ideas in the current season. Sponsored 0 
first by Paris, the gypsy dinner dress rn ; 
inn Ensembles in the Majer 
tive Summer evenings. The more con- A ee 
servative woman wearing this dress ya , 
will carry out her accessory color co- re 
ordination in one color, or possibly ir 
two, in classic patterns and materials. ht ‘ 4 
} The woman who catches the real gypsy ‘ \\ 
wate, 
TEN 
We 
_ | 
| 
gold. 


BOOT ano SHOE RECORDER, March 18, 1939 


Get the Name First 

There’s a new technique in custo- 
mer approach according to Fred 
Dahlinger, manager of the Southwood, 
Inc., shoe store in San Francisco, who 
says:—“There is nothing like estab- 
lishing a friendly basis with a custo- 
mer and one of the surest ways in 
the case of a new patron is to ask the 
name and address even before the 
shoe is removed. A person who is 
interested enough to come into a store 
will readily give the name, address 
and reason for making the initial call. 
If for some reason a sale is not con- 
cluded, the name and address is in- 
valuable in further contacting this 
person—as such a caller is still a 
first rate prospect. 

“Then there is another simple way 
to make a friend of a new visitor to 
one’s store—the case of bad feet. 
Allow the foot to rest awhile on the 
fitting stool in order that it may cool 
off, then be absolutely sure that the 
first shoe fitted is a perfect fit. This 
method instantly proves to a patron 
that the correctly fitted shoe is far 
more comfortable than the old shoe 
which is still on the other foot. Pos- 
sibly it is necessary to try on a couple 
of misfits in order to prove that the 
first shoe slipped on was the right one, 
but emphasis must be placed on the 
fact that the first shoe selected by the 
shoe fitter was the correct one.” 

** 


Buy Pennsylvania 

“Pennsylvania Days for Pennsyl- 
vania Prosperity—March 2-llth” is 
a cooperative promotion among the 
chain stores of the state. All chains 
that manufacture and sell their prod- 
ucts in Pennsylvania are invited to 
participate. No souvenirs, no reduc- 
tions to the customer. Just a united 
effort to show the people that chains 
may be a community service and do 


not necessarily take money away from 
the community. 


by JOHN F. W. ANDERSON 


-(R.H. WHITE CO.)- 


LET US SAVE 
YOUR SHOES 


from being shabby 
and unwearable 


®@ INVISIBLE HALF or 
FULL SOLES in leather 
or rubber. 


® HEELS REJUVENATED 


*SHOES DYED AND 
REFINISHED 


Are the tops of your shoes 
still wearable, but the soles 
and heels worn out? Bring 
them to our Shoe Repair, and 
our experts will fix them to 
look almost new . . . and to 
give you months more wear. 


PRICES REASONABLE 


SHOE REPAIR 
WHITE’S STREET FLOOR 


Contacting the Customer 


I. C. Weller of the Roy Logan Store, 
York, Pennsylvania, believes that if 
the customers do not come to your 
store, the thing to do is to go out and 
get them. 

Packing a sample case with the 
latest models, he hops into his car 
and drives out to the local factories. 
During the lunch hour he displays 
his wares to the workmen and invites 
them to come down to his store. Once 
induced to come into his store, he 
feels that his shoes will satisfy any 
customer. 

* 


At Your Service 


William F. Graebel’s shoe store is 
located in the residential district of 
Milwaukee. When a woman comes 
into his store for a pair of shoes, he 
does not use any of the high pressure 
salesmanship methods sometimes em- 
ployed in the downtown shoe stores. 
Instead, he lets the customer choose 
the style she wants and then frankly 
tells her what size shoe she should 
wear, and gives her pointers on how 
to keep them in condition. He has 
found that a shoe store in a residen- 
tial district cannot expect much of a 
transient trade therefore he must de- 
velop a high repeat business among 
the local residents. . . . A contented 
customer always returns. 

One thing that enables Mr. Graebel 
to gain new customers is the fact that 
he keeps in stock odd sizes seldom 
carried by most stores, so that he 
does not have to substitute sizes that 
are going to hurt the wearer’s feet. 
The carrying of odd sizes means a 
somewhat larger stock, but the news 
quickly spreads from customer to 
friend, and it is offset by the increase 
in sales. This service has built up a 
trade that extends for many miles be- 
yond Milwaukee. Mr. Graebel keeps 


| 
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O. P. Ideator—“Now that we have nearly finished 
our fraternal visit, I wonder, Mr. Pidgeon, if you'd 
show Mr. Hack your system of keeping customer 
records.” 


Mr. Pidgeon— “I am, as every shoe man is, willing 
to show a good idea, for I am proud of those 30,000 
cards in that steel cabinet on the mezzanine.” 


O. P. Ideator—“What do you put on the cards?” 


Mr. Pidgeon—“Not only the name, address, date of 
sale, size, type, style, condition of the foot and cor- 
rection, if any; but also information helpful to follow- 
up.” 

Mr. Hack—“Is this a living file or just a standard 
record?” 

Mr. Pidgeon—“Well, all I can say is that there isn’t 
a business day in the year but what it is in use by 
clerks comparing customer experience and progress; 
and every day some mailing is made to a definite num- 
ber of customers. It is one of the most valuable things 
in our business. Many of our customers are former 
residents of Rochester who have moved to other states 
and counties and still continue to trade with us. This 
record keeps us in constant touch with them. Some 
of our business is with people we have never met— 


for these satisfied customers tell their friends and 


BEST IDEA OF THE WEEK 
VISIBLE AND INVISIBLE RECORDS 


(Nathan Hack, William Pidgeon—In the Pidgeon 
Shoe Store, Rochester, N. Y.) 


these strangers send in their measurements and we 
fit them by mail. But the unusual thing is that not 
one of these unknown customers has ever failed to pay 
his bill.” 

Mr. Hack—*“May:I offer a suggestion in the form of 
an invisible record?” 


Mr. Pidgeon—“I sure would like to hear it because 
your orthopedic experience in Detroit is known to 
many merchants.” 


Mr. Hack—“When the sale is made and you bring 
the shoes back to the desk, lift the heel pad or sock 
lining, and with indelible ink write the name and ad- 
dress of the customer (taken from the clerk’s sales 
slip). But be careful that the ink doesn’t show through 
white or light-colored sock linings.” 


O. P. Ideator—“What’s the value of that?” 


Mr. Hack—“When the customer comes back for 
another pair of shoes and you have removed the shoe 
at the fitting, you can take it with you to the stock 
shelves, lift the heel pad and then you have the cus- 
tomer’s name and address. Then, when you are fitting 
the customer, you can say: ‘How does that feel Miss 
Green?’ When the sale is completed, ‘Shall I send 
them to 1010 Main Street as I did before?’ The cus- 
tomer will be utterly amazed at your good memory.” 


careful records of these out-of-town news to New York’s daughters, con- “The process: constant presentation 
customers and by direct mail adver- veniently . . . easily... and at alow of shoes-that-are-news, with an eye 
tising keeps his store in their minds _ price. on Paris, another on Hollywood, and 
when they need a new pair of shoes. “The theory: that young well- an ear to the ground for campus 
Doing little services for the custo- dressed girls like to own lots of shoes. _fads.” 
mer without charge, is another way 
Mr. Graebel makes friends. For in- 
stance—a lady entered and said she 
could not go a step farther unless a 
loose heel was tightened. Mr. Grae- 
bel seated her, removed her shoe, and 


Hosiery Clubs Help Sell Shoes 


MEMBERSHIP CARD No. 
turned it over to his busy repair man FAULTLESS HOSIERY CLUB 


—who put his other work aside and 
The person whose signature is on the back of this card will receive 


did the job in short order. There is no 


woman is not one of his regular cus- 
tomers—for she may be in the future. 

Mr. Graebel has also found that a 
satisfied woman customer will often 
bring her husband in for a trial pair. 


He has also built up extra business 

in men’s shoes in these extra services PRICE FREE 

and sizes. 9 10; 11/12] 
* * * 


To The Younger Set In York, Pa., many shoe merchants offer hosiery club memberships to their 
B. Altman & Co., New York depart- customers. 
ment store, has opened a misses’ shoe 4s one retailer points out, “The success of the idea is due to the fact that 
shop on the main floor dedicated to "2 only do people like to get something for nothing; but also, women now. 
a commendable platform: le ful buy hosiery much 
“ cf “It’s a very use to retailer too, for women 
The soayg to provide gay, more frequently than shoes. Therefore, when they come into the store to 
young, new looking shoes-that-are- buy hose, we get a chance to point out to them the latest shoe arrivals.” 
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TICK TOCK goes the factory clock and every tick is 
an item of cost and every tock is an item of time— 
for costs and time have come closer together than ever 
before in shoemaking history. There was a time when 
we made the shoes in one season and showed them to 
the public in the next season. But the speed-up of 
time changed most of that orderly method to a condi- 
tion where we ordered today’s shoes yesterday for de- 
livery tomorrow. 

We just can’t lay over the shoe industry the pattern 
of the ready-to-wear dress industry where the loft and 
work shop does miracles in cutting, sewing and fitting. 
Shoes cannot be ordered, manufactured and delivered 
that way, even with speed-up machines, air dryers 
and air mail. 

We ask for very serious consideration of the method 
of timing in the shoe industry and we bring the sub- 
ject up before the new season starts with the Official 
Fall Opening of American Leathers at the Waldorf- 
Astoria—March 27. 

The peak production in January and February, 1939, 
was a miracle in manufacturing speed-up, but it is 
obvious that an entire industry cannot order and make 
the shoes of a Spring season with that short period of 
anticipation. Delivery dates were put on orders that 
could not be lived up to because of the lack of inven- 
tory in tanners’ and service of suppliers’ hands—in the 
new and wanted materials and colors. Remember, to 
make the footwear of a nation, in the multiplicity of 
styles and colors, a lot of machinery has got to be put 
into gear—going back to raw stock and thread—to 
make possible the smooth revolvement of the wheels 
of progress so that women, men and children can have 
what they want when they want it, at the fitting stool. 

You can do things in the dress and millinery business 
that are impossible in shoes because of the element of 
time. Time, therefore, is the most important item in 
the consideration of the trade for its shoes for the next 
season and the season thereafter. 

The even, orderly production of shoes must be 
achieved by a more orderly planning of merchant needs 
for Fall. We say this after looking at the production 
record of the year 1938. We manufactured 25,000,000 
pairs in January, 1938, and 37,000,000 pairs in March 
and in June 26,000,000 pairs, while in August the 
totals rose to the high figure of 42,000,000 pairs. Such 


OUTLOOK 


TIME and Its Important Consequences 
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By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


valleys and peaks in no previous year and perhaps it 
is significant of the mental disorder not only in trade 
but in general business and human life itself. We are 
all living too close to the immediate hour. A con- 
tinuance of that practice not only means no-order in 
business but no-profit and no-business—because Time 
costs money and waste time is the worst form of over- 
head. 

What is the outlook for Fall? First—and of vital 
importance—factory hours as determined by the wage 
and hour law. Make no mistake about it—this law is 
in full effect and not avoided and evaded like the Robin- 
son-Patman law—which is made negative by the high 
cost of policing. Under the Wage and Hour law every 
worker is part of the policing system by reason of his 
own and his fellow worker’s monetary interest in its 
enforcement. It is a law with teeth in it—and the 
next bite comes in October, when the present maximum 
44-hour law reduces to 42 hours and one year later to 
40 hours. What will happen to the peak production 
months when time rolls on to even further reduction? 
You have the answer in your own hands. You either 
anticipate and get the goods on time or you live in hopes 
of favors or accidents in the manufacturing schedule 
of your resources. You just can’t order in June for 
August selling or in January for March selling—not 
time enough. 

Let’s take a look at the calendar. Labor Day comes 
early—September 4—and practically every merchant 
wants his shoes in his store August 1—because early 
openings encourage regular prices, regular sizes and 
regular service. 

While we are looking at the calendar, we might also 
add that Easter, 1940, comes March 24—the earliest on 
record. If you lay this year’s calendar on the year 
1940 you are actually in Easter week as you read this 
page and you can ask yourself the question whether 
you have all the shoes and the right shoes in your 
store now for Easter selling. 

The wise buyer must begin to be order-time-conscious 
to a degree that has been almost forgotten as the basic 
principle of profitable business. 
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FEATURING THE 
ENSEMBLE IDEA 


AIR STEP’S new idea in mag- 
azine advertising has been running 
for nearly two months now in the 
big magazines. 

We think it’s doing a great job 
for everyone concerned. 

All in all, it’s pretty good sales 
psychology to talk to a woman in 
language she understands— which 
is what our Ensemble idea does. 

Why don’t you write us and get 
more details of this plan? 
BROWN SHOE COMPANY, ST. LOUIS 


This is the latest of Air Step’s Ensem- 
ble ads. It goes to better than 2,200,000 
women in the April issue of Good 
Housekeeping. 


AIR STEP MAGAZINE ADVERTISING 
IS LOCAL ADVERTISING TO THE RETAIL- _ 


ER’S BEST CUSTOMERS 7 
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SHOE NEWS 
PICTORIAL 


NAMES, EVENTS AND STYLE NOTES 
IN THE FIELD OF FOOTWEAR 


Above: Dr. William Scholl, president of Scholl Mfg. C 


first spadeful of dirt for the new addition to the Arno Co., a Scholl 
subsidiary, at Michigan City, Ind. 


trade i 
This “Lido Sandal,” fashioned of strips of pigskin 
forming the scanty uppers, is an ideal shoe for 
home or at the beach. 


— Proof that BOOT and SHOE RECORDER 
circles the globe is this scene at a training school in 
Tokyo, Japan, where it is used as a textbook by 
men in keeping posted with foreign style 
display general business matters. 


furthe 
strons 
Prodi 
St., I 


> Above: Spring and Summer styles were shown to 
t guests of Walk-Over’s new Fifth Avenue store in 
< 
Below: For attending the Fairs, this smart . 
woman wears these “World Fair” shoes in 
kidskin, opened up for Summer coolness and low- 
Right: Matthew Fenske, left, and T. H. Kuecker ¥ 
were recently elected to the board of the Nunn- 
Mr. Fenske, whose job is insole channeling, has been 
an employee of the firm for 26 years. Mr. Kuecker, 
associated with the firm for 19 years, is district 
7 manager of the firm’s retail territory in the Midwest. 


Counters of CORK add Flexibility WE. 
and comfort to these stylish 


[ AS FEATURED BY B. ALTMAN AND BONWIT TELLER, LEADING NEW YORK CITY DEPARTMENT STORES | 


HERE’S a sales-building combi- 
nation of style and comfort in 
these “Saddle-masters” golf shoes, 
made by Rasmussen Shoe Company, 
of Westboro, Massachusetts. And to 
both of these important qualities, 
Armstrong’s flexible CORK Counters 
contribute in no small measure. 


These Leading Manufactur- 
ers Are Using Armstrong's 
Cork Counters 
Commonwealth Shoe & Leather Co. 


Conrad Shoe Company 
Craddock-Terry Shoe Corporation 


IMPORTANT SELLING POINTS OF General Shoe Corporation 
shape and hold the style lines of the SHOES WITH CORK COUNTERS he pec ecm 


shoe. They need no breaking in. They 1. More comfortable. 


Knipe Bros., Inc. 


hug the heel like an old friend . 2. Hold style lines of shoe. 
won’t let the foot slip up and down 3. More flexible. John 6. Lecey Shoo Company 
as the wearer walks. The instant the 4 See Wis hed Milford Shoe Company 
shoe is tried on, your customers will ‘—— ee a Rasmussen Shoe Company 
: 5. Don't need breaking in. Wall-Streeter Shoe Co. 


notice the lightness and easy fit that 
Armstrong’s Cork Counters provide. 


You'll find it easier to sell shoes 
that have the extra advantages of 
Armstrong’s Cork Counters. Read the 
list of selling points listed at the right, 
and use them in your selling. For 
further information, write to Arm- 
strong Cork Company, Shoe 


CORK COUNTERS PLAIN CUSHION CORK 


CORK BOX TOES GRIDDED CUSHION CORK 
Suiits Section, 941 Arch HOT AND COLD PROCESS BOTTOM FILLERS 


St., Lancaster, Pennsylvania, 
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DOUBLE-CHECK 


Some of the Dangers of Loss that Lurk in 
Check Transactions, both in Cases Where 
the Merchant Gives the Check and When 


CHARLES BR. ROSENBERG, Jr. 
ATTORNEY-AT-LAW 


A SHOE merchant who should have known better 
allowed a stranger to talk him into an alluring business 
proposition. He wrote out his check for $100 and gave 
it to the stranger, who promptly left. 

Then the shoe dealer began to take second thought. 
He began to compare some of the stranger’s remarks 
and promises with the papers which the stranger had 
left with him. The promises not only did not agree 
with the papers, they just didn’t make sense. The whole 
thing, he now realized, had the look of a swindling 
scheme. Atccordingly, he at once directed his bank to 
refuse payment on the check. 

A week later he received a curt letter from a lawyer. 

“My client,” said the letter, “holds your check as an 
innocent holder in due course for value. Payment of 
the check was refused by your bank because you had 
ordered payment stopped. Unless you redeem this 
check for its face amount plus protest fees within one 
week, I shall be obliged to start suit against you to 
protect my client’s interests.” 

Next day he took the letter to his own lawyer. 

“I’m afraid the law is against you,” said the lawyer 
slowly. “The fact that you gave the check in a swin- 
dling transaction would justify you in refusing to make 
the check good so long as the check remained in the 
hands of the person to whom you gave it. But when 
the check gets into the hands of a third party, the law 
says you must make the check good no matter what 
fraud there was in the original transaction. 


“Suppose, for instance, that the swindler had brought’ 


the check to me and endorsed it over to me. Knowing 
that your credit is good, I cash the check for him. 
I have no knowledge, of course, that there was any 
fraud practiced on you in connection with this check. 
and the law does not require me to make any investiga- 
tion about it unless some suspicious facts come to my 
attention at the time the check is offered to me. 

“If I were to cash your check and take it from the 


ON YOUR CHECKS 
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ose conditions, the law would con- 
skier me to be what is called a holder in due course. 
That means that I gave value for the check by cashing 
it and took it innocently without knowing that the 
transaction originally was tainted with fraud. The 
law contemplates that when you put a check into cir- 
culation, everybody who deals with the check is justified 
in taking the check at face value—that is, they have a 
right to believe that the check will be made good for 
the amount for which it is drawn. Nobody but the 
man to whom you gave the check has any reason to 
suspect that you might discover the fraud and stop 
payment on it. Hence other people who might cash 
the check or accept it in payment of a debt are not 
required to take into consideration the possibility that 
you might stop payment or in some other way repudiate 
the check.” 

The shoe dealer frowned. 

“Does that mean that I can’t protect myself by stop- 
ping payment on a check?” 

“Of course, if you order the bank to refuse pay- 
ment, they will obey the order,” the lawyer pointed out. 
“The question then is whether the person who holds 
the check can bring suit on it and force you to pay by 
legal proceeding. If this check of yours had been pre- 
sented to the bank for payment by the swindler him- 
self, and he had sued you on the check after the bank 
refused payment, you could show the court the facts of 
the swindle which justified you in stopping payment on 


T his article was written by an attorney, and 
it deals broadly with legal principles relating 
to certain business transactions in which the 
use of checks is involved. In applying it to any 
individual case, due allowance must be made 
both for the circumstances of the particular 
case and the laws of the state where it occurs. 


A 
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IF YOU GIVE A CHECK 


and discover you’ve been swindled, you 
may direct the bank to stop payment. But 
you may be liable to a third party who has 
become a “holder in due course.” 


the check. But now the check is in the hands of an 
innocent holder in due course who presumably gave 
value for it and had no knowledge of the swindling 
scheme in which you were induced to part with the 
check. If this innocent holder in due course now sues 
you on the check, the court will not permit you to show 
that you gave the check in a swindling deal. When you 
give a check, you take the risk that it will be negotiated 
to third parties, and any fraud in the transaction which 
you may later discover will not help you if an inno- 
cent third party brings legal action to enforce pay- 
ment of the check.” 

“If I pay this check to the man who now has it, 
what help will the law give me against the man who 
swindled me?” 

“If you can locate him, you can sue him to get back 
the money,” explained the lawyer, “but your getting 
back the money will depend upon whether he is finan- 
cially responsible or not. I surmise that you may have 
trouble catching up with him to serve him with papers 
in a lawsuit, and that if you do locate him, you will 
find he has nothing. Most swindlers take good care 
of that.” 

“Not much protection for an honest man!” remarked 
the shoe merchant glumly. 

“So far as his checks are concerned,” agreed the 
lawyer, “he has no practical protection except his own 
caution. If you give a check, give it with the knowl- 
edge that, because you are financially responsible, you 
will in all probability have to pay it, even though you 
discover the transaction in which you gave the check 
was a fraud. The check will turn up in the hands of 
an innocent party and against him you have no de- 
fense. A stop order given to the bank will prevent the 
immediate payment of the check, but you will have no 
way of protecting yourself against a lawsuit on your 
check brought by a so-called innocent holder in due 
course.” 


EEVEN when a shoe merchant is on the receiving end 
a check may involve him in serious loss. When a cus- 
tomer tenders a check for a sum less than the balance 
owing, both the law and ordinary business practice 
contemplate that the money shall be applied to the 
oldest items on the account. Sometimes, however, a 
check will be marked to cover an account between cer- 
tain specified dates or as payment for certain items 
noted on the check. The shoe merchant receiving a 
check so marked must apply it in accordance with 


notations. He cannot apply the proceeds of the check 
so marked to the payment of any other items or any 
other part of the account. This may not mean a direct 
loss, but usually results in a controversy over the un- 
paid items. 

Sometimes a customer will tender a check marked 
“in full payment” or “in full for all obligations to 
date,” although the amount of the check is less than 
the unpaid balance shown on the shoe merchant’s books. 
It’s the law that where a debtor unquestionably owes 
$100, for example, he cannot liquidate the obligation 
by tendering a check for $75, no matter how he marks 
it. In a recent Federal Court case a creditor used a 
check marked “in full payment” and immediately 
notified the debtor that the check was not being ac- 
cepted in full payment but merely as payment on 
account. The Federal Court decided that since there 
was no question as to the actual amount owed by the 
debtor, he could not escape paying the balance by 
marking his check “in full payment.” 


IT is possible for a debtor to make this scheme stick 
in law if he can show that there was a bona fide dis- 
pute over the amount which he owed. For example. 
if the shoe merchant’s books showed an open account 
of $100, and the customer was claiming credits of $25 
for allegedly defective merchandise or returned goods, 
the shoe merchant would in all probability be pre- 
vented from collecting any more money if he accepted 
the customer’s check for $75 marked “in full payment.” 
Such a transaction is what the law calls an “accord 
and satisfaction.” This simply means that the two 
parties have a dispute over the amount due and finally 
agree on a sum at which both sides will “call it square.” 
Hence, while it is true that a debtor cannot pay an 
obligation of $100 by tendering a $75 check marked “in 
full payment,” the danger is that if the shoe merchant 
accepts such a check, the debtor may allege that this 
was a so-called “accord and satisfaction” following a 
[TURN TO PAGE 49, PLEASE] 
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Publicity Builds Business 
For South Bend 


TOP ranking in the Middle-West in displays, depart- 
mentalization and general merchandising is the Paul O. 
Kuehn Shoe Store, of South Bend, Ind. (population, 
104,000). So superior are its window displays that they 
invariably attract attention, and often cause one to go 
back again for a second look. 

Display man Al Jaxon lays his success, oddly enough, 
to the fact that he also plays the piano professionally. 
He says color harmony and music harmony are closely 
tied. Be that as it may his windows have an interest 
which fascinates and at the same time causes people to 
look at the shoes on display. 

Handling his trimming in an unusual manner, Jaxon 
changes the window displays only once in six weeks 
(twice each season). But each time he changes the 
windows he changes-the decorations over the entire 
store. 

Interior decorations include those in the show cases 
at the front of the store, shadow boxes in the walls, 
several good-sized shop windows and unusual awning 
or drape affairs over the tops of four full-length mirrors. 

The central idea is to create an impression of the store 
as a whole by carrying the same theme everywhere. 
Thus if the window trim is mainly orange, so is the 
store interior treatment. If the window trim happens 
to show pumpkins, so do all the interior decorations. 
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Shoe Store 


Paul O. Kuchn Uses Windows, Interior Dis- 


plays, Newspaper Advertising, Even Bill- 
boards, to Tell Story of His Shoes and Service 


Three general principles are followed in the selection 
of a color theme: 

1. Make the color seasonal. 

2. If one color is more prominent than any other 
that year in footwear, use it. 

3. The backgrounds to windows should contrast with 
the footwear, yet not detract attention from it. For 
dark shoes, a light background; for light shoes, a dark. 

Of the two front windows in the Kuehn store, one is 
devoted exclusively to women’s shoes. The other is 
divided in two sections, one for men’s shoes and the 
other for children’s. 

Movement in the window, such as a miniature wind- 
mill turning round, is seldom used. While movement 
attracts attention, Jaxon feels that it is usually the chil- 
dren, not the adults, who are the potential buyers, and 
who stop to look. 

The women’s window is kept delicate in set-up. But 
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Outdoor recreation is deservedly interesting more 
and more people throughout the world. Of all forms 
of human activity, none take greater toll of shoes 
than those in the list of “Outdoor Sports”. Utility 
value, under the widely varying conditions of such 
service, is well maintained by outsoles cut from a 
choice selection of heavy steer bends. 


Kistler Sole Leather, tanned by the old-time-vat 
process, has the strength of fibre to take punishment. 
It can be relied on for essential aid in keeping the 
feet in healthy sporting condition. It adds distinction 
to a shoe, magnifies value in the customer’s eye and 
helps crown dealer sales with profit and satisfaction. 


SOLES COME FROM 
PART COVERED BY 
OUR TRADE MARK. 


WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN, 1012 NORTH THIRD STREET, MILWAUKEE, WISCONS! 
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For BUSY days at the Fairs 
or SHOPPING days in town 


Following the selections of Miss 
Georgia Carroll for Boot & Shoe 
Recorder's Girl of the Hour promo- 
tion in the issue of February 18th — 
Stewart & Potter Company present 
seven more outstanding examples 
of women’s high-style shoes made 


over lasts of their design. 


@ The names of the shoe makers here rep- 
resented will be supplied upon request. 


d STEWART & POTTER COMPANY 


BRANCH: UNITED LAST COMPANY 


372 CLASSON AVENUE, BROOKLYN, N. Y. 
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FASHION BROADCAST FROM SANTA ANITA 


colors in evidence here look like fore- 
runners for Spring the country over. 
You know, Harry, that all shoemen 
should tip their hats every time they 
see a pair of London Tan shoes go by? 

Harry—Why such reverence? 

Mac—Well, until London Tan came 
along all of us were trying to sell shoes 
to match the costumes. Now, well- 
groomed women like Rita Hayworth 
and Jean Parker, Columbia stars, have 
learned to contrast their colors and the 
shoe has become an important fashion 
item, not something incidental to a 
costume. 

Harry—What do you think about the 
importance of color in footwear for the 
Spring and Summer season? 

Mac—Like all shoe men, I think your 
question is an important one for us to 
answer. Color is the most important 
single factor in the shoe business to- 
day and if a buyer guesses wrong it is 
just too bad. Black, of course, is lead- 
ing the parade and will continue to do 
so. Blue, with the many shades being 
shown, should be second in importance— 


real dark navy. Admiralty looks like 
used should be determined by the type 


Claret, so take your choice. To me, it 
seems that Cranberry is the “London 
Tan” of last Spring and Summer. 
There are very few colors that Cran- 
berry does not complement, as you will 
note by observing that group over 
there of Ida i Penny Singleton 


because it looks more like a Summer 


i 
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Spectator pumps and classic types 
of sport shoes in brown and white are 
staple and will continue to selly 

Harry-—-You have said very little 
about the high colors which are so 
strikingly worn by such stars as Anita 
Louise, Rosemary Lane, Olivia de 
Havilland and others. Don’t you think 
well of them? 

Mac—Indeed I do, but we have been 
discussing volume colors, not high 
lights, and I believe a distinction should 
be made. 

Some will consider Carmel or Sad- 
die Tan a volume color. To me it is an 
important color in the style picture but 
hardly a volume seller. In some stores 
where it is strongly promoted, it may 
reach volume proportions like last 
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to low heels. The new novelty heels 

platform soles lend themselves to lo 
heeled types particularly well. Al 
the play shoe influence, which has 


Next to the elasticized pumps 
skeletonized pump, with open toe, 

back and side buckle or back gore look 

like volume sellers and are selling 


are 
selling well and are an important type 
for Spring in all heel heights. 
Harry—There are many platform 
shoes being worn here today. What is 
your feeling toward platforms? 
Mac—Oh, my, what a question. Sport 
shoes or walking types of footwear 
seem perfectly adapted for platform 
soles and are selling and will sell all 
through the Spring and Summer. 
Types with 15/8 heels and down are a 
natural for platforms as they allow 
so many striking color contrasts and 


dressed women in this real Spring set- 
ting, what materials in shoes do you 
feel will carry through the season? 
Mac—With today as a fair criterion, 
I should say black patent leather is 
leading by 12 lengths. The old objec- 
tion that patent leather is warm has 


work or perforated. The open toe, open 
back ‘patent pump is the 1939 version 
of the opera pump. Some colored 
patent is being shown. Patent leather 
combined with elasticized gabardine, as 
worn by Madaline Lee, is selling and 
will sell throughout the coming season. 
There is much interest in calf and 
kid leathers due to the importance of 

[TURN TO PAGE 48, PLEASE) 


— 
Mac—What do you notice about most 
ae of the smart shoes at the track today, 
as to type? 
worn. 
al Cooperative Advertising by 
Shoe Stores 
at. Navy, Admiralty, Genevieve, Parisian, HARRISBURG fii TELEGRAPH 
oe Slate—Cosmetic are but a few to be 
‘ks mentioned. Generally speaking the 
aa blue for volume selling (like Genevieve 
ei Blue) is richer and more alive than 
of shoe. right now. 
a The wine or berry family seem to be ————— SS 
ae in “The Winners’ Circle” for the com- , 
ing season as is evidenced by the early 
a buying in this section of the country H lay 
where the season is advanced. There 
are many shades in this group— 
Cherry, Cranberry, Red Burgundy, 
== = 
Harrisburg, Pa. — Harrisburg shoe 
oe merchants recently cooperated in com- 
Ss bining their advertisirg in an 8-page Ity effects. | 
eo The next group in importance in- Annual Spring Footwear Supplement "°° ‘Y © : 
ae clades Japonica, Sienna Rust, Copper, showing trends in styles, comments of __“**ty—After seeing _ these well- 
an in other words, this season’s tans merchants, etc., front page of which is 
4 which have a rosier cast than last 
oe year’s. Japonica should follow wine RR appeared in The 
re color than an early Spring shade. 
Harry—Please catch your breath 
ie long enough to tell me what you think 
oo of white, such as those two NBC stars, lost its punch, as the shoes are all open 
eee, Marion Talley and Helen Wood, are 
ee Mac—That question in court would 
ae certainly be termed a leading on. That 
an is a leading question and of vital con- 
oo cern to all shoe merchants. It seems to 
one. White sales should compare favor- 
> ably in volume with last year’s selling. 
— See how smart those women look in 
their dressy white kidskin shoes! 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


Insures Accuracy of Buying Judgment 


“If a $5 Gold Piece Falls Thru 

a Crack in the Floor”—is the 

title of our instruction brochure 

for keeping stock records :— 

Supplied with each order for 
the Stock Record System. 


Shoes on hand, on order, due, returns, 
transfers in or out from branch stores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in con- 
junction with the MASTER STOCK 
a SHEET and the central office CONTROL 
FORM, also 2 COMPARISON FORM for 
ea sales of total pairs by seasons and years, 
gives the merchant-owner complete stock 
— =oooSocusel control with style and sale trend. 


Complete Working Outfit 
(West of $7 


Consists of : 


Black Cloth binder—11%”" x 13%” 
100 Daily Sales and Stock Sheets, (Form 


C.O.D. Shipment is preferred. 
Orders filled for any forms preferred. 
(New Revised Fifth Edition) 


Special Quantity Price: Shoe Carton Tickets and Clips: 
400—Daily Sales and Stock Sheets (Form No. 100) 


PROFIT CHARTS—25c. each; an accurate method of figuring 
selling prices. 
WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
209 So. STATE STREET CHICAGO, ILLINOIS 


39 BOOT SHOE 
RECORDER, March I8, 1939 
lettering 
a Every sale and purchase recorded — 
turnover and sales report— 
= y in “a 
SSS 
— 
== | 
_ 
... $7.25 
| # 100) and 
and 1 Comperison Form.. 
= 2 Buying Order 
Pads (50 sheets)........ 0.50 
or 4 of cach, 00 
1000 Carton Tickets and 
BEE Clips.......... 225 
Above, not including Carton Tickets... 5.00 
(Weat of Denver........9550) 
eS Postage Prepaid—Check with ord 
er, please, unless 
500 


marked soles 


Customers won't pay full prices for new shoes 
with scratched soles and a “shop-worn” look! 
So over they go to the “SALE” shelf—stock 


and profits, too! Mohawk’s soft, deep, cushiony 
pile prevents this WASTE! Mohawks are 


EASY on soles—on the customers’ “testing” 
feet and style-conscious eyes! Yet Mohawks 
are “store-traffic” carpets. Colors, texture, de- 
signs, and prices to fit your individual store. 
Write to Mohawk before you recarpet. 


MOHAWK CARPET MILLS 
STERDAM, NEW YORE 


STAGE YOUR SMARTEST STYLES 
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Difficult Customers Offer 
Sales Opportunities 


BBE not afraid to grasp your opportunities. What 
opportunities? The ones that walk into shoe stores 
every /day, everywhere, in your town and my town. 
Here comes one now! Mrs. Blank, generally conceded 
to be an “old crank” when it comes to buying shoes. 
You know her. We all do. She’s snappy, critical and 
always has that peculiar quality of making us shrivel 
up and forget all we knew before we even have her 
seated. She tries on shoes and more shoes. Nothing 
fits, nothing suits, and usually nothing sold. Why? 
Because we're afraid. 

Maybe that snappy, critical air is only. her armor 
against shoe clerks in general. She’s been told so 
much misinformation and sold so many misfits by 
clerks, she now feels that safety and comfort lie in 
following her own judgment. Give her credit! At 
least she has detected the bunk and lack of knowledge 
of the ordinary shoe clerk. She frowns and glares as 
she approaches because in you she sees just another 
clerk and another tussle ahead to get what she wants. 
Comfort. . 


Shoe Fitters, Not Clerks Needed 


Be not afraid! Don’t be just another clerk. You 
have the knowledge and the ability to present it in a 
comprehensive manner. You know feet, you know your 
stock, and you know what shoes fit what feet. YOU 
are a shoe fitter—a salesman—not a clerk. So—— 

Approach her with the same welcome you extend to 
a pleasant, smiling customer. Not with the “Oh, well, 
just another old grouch. Ill show her a couple of shoes 
and get rid of her as fast as I can” attitude. Let her 
feel that your knowledge and advice are at her service. 
Deference is one thing, that little show of fear is an- 
other; and she is just clever enough to discern the 
difference. So 

A good opportunity to show her that you know 
what it’s all about usually presents itself when you 
measure her foot and she snaps out, “Well, what size 
do you think I ought to wear?” (She’s still “en garde” 
in spite of your courteous greeting.) Don’t ever be 
afraid of that trap! You can earn her respect right 
there by explaining to her that size is determined 
largely by the type and shape of the shoe needed to 
meet the anatomical requirements of her foot. Point 
out the fact that there are many manufacturers, each 
using different kinds of last made to fit various types 
of feet and each factory using its own methods of 
marking. She will readily understand that all 5 B’s 
are not the same. 

Now wait. Don’t make a dash for your shoes yet. 
No salesman is clever enough to determine exactly 
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NEW, WIDER MARKET for 


Men, women and children all want 
this safeguard against flat feet... 
and tired leg muscles 


HE demand for “Posture Foundation” is sweeping the 

country! Cash in on this patented health feature, found in 
many Goodrich Sport Shoes. For this extra built-in foot-pro- 
tection gives you a profitable “jump” over competition. 


A national consumer advertising campaign, plus a localized 
sales promotion program, will help you make the most of 
this wonderful opportunity for more sales at a greater profit. 


Boost your 1939 canvas shoe “gross” and “net” with 
Goodrich Sport Shoes with “Posture Foundation”! 


Sige Posture Foundation is offered in High-Cut 


Athletic Shoes, Oxfords, and Play Shoes, 


REGISTERED MARK AND MAGE UNDER UE FATENT 1.996.197 


GOODRICH FOOTWEAR, WATERTOWN, MASS. Branches at: 


Atlanta, Baltimore, Boston, Chicago, Cincinnati, Cleveland, Dallas, Denver, Detroit, Kansas City, Los Angeles, Minneapolis, 
New Orleans, New York, Philadelphia, Pittsburgh, Providence, St. Louis, Salt Lake City, San Francisco, Seattle, Syracuse. 
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REGALS. PAT. OFFICE 


She Shoe hats Differerit 


SHOES ARE MANUFACTURED UNDER A 
PAT.1,977,568 


Idee that breaks down sales resistance ond rsults in a greater 
of pairs of Foot-Joy shoes being sald. 


thre, individual your community. 


SSTYLES STOCKED 
SIZES 5 to 14 
WIDTHS AAA te F 


SEND FOR CATALOGUE 


THE SELLING OF FOOT.JOY 


the consumer as to the proper type of footwear. is 


for this ehart and information on how we are servicing 
dealers with a compleic line of stylieh, correct-fitting Foot-Joy 


Our Hluitrated catalog makes It easy to sclect the proper styles” 


FIELD and FLINT 
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Outstanding Window Displays 
Multiply Sales 
By OSCAR OPSAHL 

S*EF we set up a window display which doesn’t bring 
a direct expression from a substantial number of peo- 
ple shortly after it is placed, we consider it a failure. 
And when we realize that, we jerk it immediately,” says 
Abe Birenbaum, who with his brother, Ben, operates, 
the B & B shoe store, in Mason City, Iowa. 

In their store, creating a window display is not 
merely a matter of placing a selection of smart looking 


An interior view of the B. & B. Shoe Store 
at Mason City, lowa 


shoes in the window. Every window display is planned 
several weeks in advance. When an order for new 
merchandise has been placed, the two brothers decide 
what type of shoe, or what pattern is to be featured, 
and then they develop a theme which will center atten- 
tion on the particular items they intend to concentrate 
sales effort on. 

After a theme has been agreed upon, and a rough 
sketch drawn of the proposed display, the partners con- 
sult employees working on the floor, to learn their 
reactions to the idea, and to get their suggestions as 
to how the idea may be improved. 

At this stage, at least 50 per cent of worth while 
ideas must be discarded, says Abe Birenbaum, for one 
of two reasons, Either the expense of carrying them 
out would be excessive for the size of the business they 
operate, or because of limited facilities for building 
intricate displays. 

Of these two problems, the one involving cost looms 
largest. Obviously a store employing seven sales people 
is not justified in spending as much money for win- 
dow displays as a larger one would be. 

In general, Birenbaum Brothers hold their window 
cost to one dollar per day, because they have found 
that at that price they can stop a customer. If they 
feel they have an unusually good idea, however, they 
will go through with it, even though the cost does go 
above the allotted dollar per diem. In that case, funds 
are diverted to window displays. 

A sign builder works in the basement of the B & B 
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store, doing their work on a part-time basis, along 
with similar work for other firms. Thus the construc- 
tion and assembling of props is handled conveniently 
and with a minimum of expense. 

Space limitation forbids description of the numer- 
ous outstanding displays which have been used by this 
firm, but one of them recently won first prize for 
cities of 20,000 population, in a nation-wide contest 
conducted by the Florsheim Company. 

Last Christmas, a Mason City newspaper ran a 
two-column story on the B & B window, which was 
arranged at a cost of $18.00. The theme dramatized 
to the passer-by that Christmas was being celebrated 
around the world. Props included dolls dressed in 
authentic costumes, and carrying miniature flags of 
their respective nations. 


How Shoe Displays Are Planned 


As an example of how thoroughly B & B displays 
are planned, with a view to accurate detail, this par- 
ticular one involved library research to learn what 
costumes were proper, and then a girl employed in the 
store bought materials, designed and made the cos- 
tumes—at a cost of fifty cents each. 

This window not only stopped customers while it 
was in, but this writer heard Mason City business men 
discussing it several weeks after it had been removed. 

Even more successful, when measured by actual re- 
sults which could be checked against it, however, was 
one used in April, last year. It was called “Garden of 
Beauty Window,” and was set up at a cost of only 
$10.00. 

The base of this window was oil cloth, painted 
green, to represent a lawn. Shoe stands were covered 
with green paper tubes, representing stems. Tops of 
stands were circular discs of beaver board, with scal- 
loped edges, each one painted in a different color com- 
bination, to represent flowers. Large green stalks were 
cut out of beaver board and placed against the plain 
white background, which was lettered with the title 
mentioned above. 


Cash Register the Best Test 


The type of display he arranges, Abe Birenbaum 
admits, is not his idea of art. They carry no hint of 
surrealism, for they are designed especially for a 
small town store. 

That they do get results in Mason City is attested to 
by the cash register in the B & B store. When the 
Birenbaums took it over this business, which once had 
been prosperous, was in a badly run down condition. 
In four years’ time they trebled their volume of busi- 
ness, and it is still growing. This result, the brothers 
agree, has come because they are never satisfied to run 
an ordinary window. 

Neither do they use ordinary newspaper or direct 
mail advertising. They never send out a “canned” ad- 
vertisement of any kind. Booklets, letters and _ post- 
cards, which go to their customers three to five times 
a year, are all original. They never publish a Christmas 


AVON SOLE COMPANY, AVON. MASSACHUSETTS 


or New Year greeting, for the reason that everyone 
else does so. 

Nor do these merchants overlook originality when 
they buy shoes. They carry the extremes as well as 
the conservative in styles. The firm was the first in 
Mason City to handle Lastex and Platform shoes. 
“Everything we try out doesn’t take hold,” says Ben, 
“but when one becomes accepted, we are more than 
compensated for being the first to try it.” 

The Birenbaums turn their stock of women’s shoes 
every sixty days, so, buying on that basis, they are 
always open to new merchandise. And they do not 
often go wrong even on daring styles, for they do no 
price cutting, and find it necessary to hold only two 
clearance sales each year, these mostly to move men’s 
shoes. 

A chiropodist has an office in this store, and spends 
his full time there, on corrective foot fitting. 

A shoe repair shop is operated in the rear end of 
the store. 


New Department Opened 


Botse, IpAHO—The newest shoe department in Boise 
is in the recently remodeled and renamed Rosanna shop. 
The enlarged shoe department is the home of Paris 
Fashion shoes, under the management of Frank 
Mathews. One entire window was used for display of 
these shoes. 
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Boot and Shoe Club to Attend 
Anniversary Banquet 

All members of the Boston Boot and Shoe Club, the 
industry’s outstanding social organization, will attend 
and participate in the seventieth anniversary banquet 
of the New England Shoe and Leather Association, ac- 
cording to an announcement by Robert Goldstein, chair- 
man of the Association’s Banquet Committee. 

Reservations to date have exceeded all expectations 
and equal half the capacity of the Grand Ballroom at 
the Copley-Plaza Hotel, Boston’s famous banquet room. 
Final arrangements have been completed for the ap- 
pearance of the guest speakers, who include: Hon. 
Leverett Saltonstall, Governor of Massachusetts; Hon. 
Francis P. Murphy, Governor of New Hampshire; Hon. 
Lewis D. Barrows, Governor of Maine, and Hon. Mau- 
rice J. Tobin, Mayor of Boston. Other speakers include: 
Charles E. Spencer, Jr., president of the First National 
Bank of Boston and Charles F. Weed, president of the 
New England Council. 

The forty-piece orchestra of the United Shoe Machin- 
ery Corporation, under the direction of Joseph C. Stout, 
will entertain during the dinner hour. 

Everyone connected with the New England Shoe, 
Leather, or allied trades is invited to attend this ban- 
quet. Guest tickets may be procured from Maxwell 


Field, Secretary of the New England Shoe and Leather 
Association, 210 Lincoln St., Boston, Massachusetts. 
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” Nation of Bookkeepers Is 
Fear of Congressman 


WasnHincton—With the number of questionnaires 
and requests for statistical data reaching a new high 
since the advent of the Temporary National Economic 
(anti-monopoly) Committee, a move is under way in 
Congress to relieve business from the burden of un- 
necessarily duplicating information required to be filed 
with government agencies. 

While the movement thus far is largely confined to 
the Republican side, an Administration bill represent- 
ing the viewpoint of the Central Statistical Board, the 
government’s coordinator of statistical-gathering agen- 
cies, is being drafted in accordance with a report sub- 
mitted to Congress on Jan. 10 by President Roosevelt. 
The report was prepared by the board after Mr. Roose- 
velt announced on May 16, 1938, that he was “con- 
cerned over the large number of statistical reports” re- 
quired from business and industry and that the board 
should make a study and report with recommendations. 

Some Congressional members insist that the number 
of questionnaires and requests for statistical informa- 
tion can never be curtailed until the number of federal 
agencies are drastically reduced but Representative Dirk- 
sen, Republican of Illinois, has declared himself in 
favor of abolishing the statistical board on the ground 
that it has failed since it was created five years ago to 
reduce the number of requests for business information. 

“We are making a nation of bookkeepers out of our 
people and keeping them so busy answering questions 
from government institutions and agencies that a lot of 
them scarcely have time to make a living,” the Con- 
gressman said in a House speech. “. . . A businessman 
told me no later than this morning that he received a 
questionnaire that will take his firm at least three 
months to complete and it is likely to cost $15,000 to 
provide the answers for it. 

“You cannot laugh this sort of thing off. It has be- 
come a tremendous and onerous burden on business 
and industry. Congress will have to make a determined 
effort to see that this burden is diminished somewhat.” 

Mr. Dirksen conceded that statistics to be furnished 
the government are a necessary part of our economic 
system but added that “we have so much duplication 
and unnecessary folderol today that it just adds to the 
nation’s bewilderment.” He reminded economy-con- 
scious House members that the more statistics required, 
the greater the expense and the greater the number of 
employees on the federal payroll. 

Representative Gerald W. Landis, a new Republican 
member of Congress from Indiana, would approach 
the problem by broadening the powers of the Central 
Statistical Board by putting teeth in the law to require 
all government agencies gathering statistical information 
from business to comply strictly with requirements laid 
down by the board. Under the measure, the board 
would scrutinize all information forms to be sent out 


. 
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by government departments “to determine the extent 
to which such forms require unnecessary duplication of 
information filed with government agencies” and the 
various agencies would be required under a duty im- 
posed by the law to cooperate and if necessary to 
modify its information forms with a view to relieving 
persons and organizations affected. 


Would Eliminate Duplication 
The board, which was created by Executive order in 
August, 1933, to promote economy and efficiency and to 
eliminate unnecessary duplication in gathering govern- 
ment statistics, has limited power to correct at least 
some of the defects. 


The board reported to President Roosevelt on Dec. 31 | 


that there were 97,000,000 returns filed on federal ad- 
ministrative forms of all kinds during the fiscal year 
1938 and that governmental requirements for reports 
and returns “impose a burden on respondents which is, 
in part, unnecessary and which can to some extent be 
lightened.” Board Chairman Stuart A. Rice recom- 
mended among other things that provision in law be 
made to relieve agencies of asking for data if “sub- 
stantially equivalent information” is on hand in the 
offices of some other federal agency. Also, a company 
which had already filed particular information with a 
governmental agency would not be required to submit 
duplicate information at a later date unless the statisti- 
cal coordinating agency found upon examination that 
the duplicate request is necessary. 

Reaction to the recommendations from business 
groups has been limited to the suggestion made by 
the board that information collected on a confidential 
basis also be made available to other governmental 
agencies under “rules designed to afford proper pro- 
tection.” The board has conceded that unless “proper 
protection” could be afforded such interchange of con- 
fidential information between agencies would not be 
justified. On the other hand, it has been pointed out. 
any law passed carrying out these recommendations 
would be to some extent ineffectual unless such a pro- 
vision were included. 


Ohio’s number 103 Girard calf is used in this new inter- 
pretation of the Monk pattern by Winthrop Shoe Co. 


ROBERTS, JOHNSON & RAND 
Branch of International Shoe Co. ST. LOUIS, MO. 
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To Make Quintuplet Shoe Lines 


F. A. Kuhnert Shoe Corp., Rochester, N. Y., this 
week introduces to the American market a new line 
known as “Dr. Dafoe Shoes worn by the Quintuplets” 
| Fred A. Kuhnert, president and treasurer, has com- 
pleted a contract for exclusive manufacturing rights in 
the United States. Terms call for distribution by the 
Kuhnert firm to its merchandising outlets of not less 
than 75,000 pairs of shoes bearing the new label. Fur- 
ther gains in succeeding years were forecast by Leslie 
A. Kuhnert, vice-president, with 100,000 pairs the goal 
for the second year. 

The contract provides for a five-year renewal at the 
end of three years and further extension after that. 

Mr. Kuhnert, who made the trip to the Quints’ home 
in Callander, Ont., in temperatures that ran to 20 de- 
grees below zero, reported that his shoes and shoemak- 
ing met with the unqualified approval of Dr. Allan Roy 
Dafoe, the physician who has supervised care of the 
Quintuplets since their birth. His approval was neces- 
sary for completion of the contract with the guardians. 
This is the first endorsement by Dr. Dafoe himself on 
any wearing apparel for the “Quints,” according to 
J. Schwartz of the Kuhnert Company. 

The Quints will be supplied with Kuhnert shoes 
until they reach womanhood. The company products 
are designed to take children from their first walk- 
ing steps to womanhood, in the feminine lines. 
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Fontius Names Two Directors 


to Fill Vacancies 


New York—President Harry E. Fontius, ‘of the 
National Shoe Retailers Association has- appointed 
Henry H. Dahl, merchandise manager of the Thayer 
McNeil Company, Boston, and F. Paul Riley, women’s 
shoe buyer for Stern Brothers, New York, to be direc- 
tors of the association, according to an official, an- 


HENRY H. DAHL 
Merchandise Manager, Thayer McNeil Company, Boston. 


nouncement at N.S.R.A. headquarters here. Both ap- 
pointees have been approved by the Executive Com- 
mittee. 

Mr. Dahl is one of the most prominent retail shoe 
merchants in Boston and in years of service he is one 
of the most experienced, although this fact is not re- 
flected in his age. He began his career with the old 
wholesale firm of Clark and Hutchinson in 1907. The 
year 1917 found him selling shoes on the floor at 
what was then the only Thayer McNeil store in Boston. 
Four years later he took over the buying of children’s 
shoes and the success of this department of the busi- 
ness, with its national reputation, is largely due to his 
intelligent promotion and his insistence on correct shoes 
and correct fitting. 

Under his direction, also, this department expanded, 
adding lines of misses’ and growing girl’s shoes, and 
the buying of this type of merchandise also became a 
part of his job. When the Wellesley and Brookline 
branch stores were opened, about 1929, Mr. Dahl was 
placed in charge of buying for these stores as well as 
for his expanded children’s department. 
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In his present capacity as merchandising manager, 
he buys all women’s shoes and merchandises all de- 
partments of this, the largest retail shoe firm in New 
England and one of the largest to be found in this 
country. 

Mr. Riley is one of the best known retail shoe execu- 
tives in New York, having for years been in charge of 
the Walk-Over stores in the metropolis. He served as 
head of the Shoe Merchants Council, an organization 


F. PAUL RILEY 
Buyer, Women’s Shoe Department, Stern Bros., New York. 


whose membership included retailers of Fifth Avenue 
and adjoining streets which did constructive work in 
initiating the movement for the control of clearance 
sales, which has since made substantial progress. He 
has been active in the affairs of the N.S.R.A., particu- 
larly in connection with the Style Conferences, having 
served on several occasions as chairman of the Women’s 
Style Committee. He also took an active part in the 
planning of the convention of the National Shoe Re- 
tailers Association held at the Commodore Hotel, New 
York, in 1935. He has been in charge of the women’s 
shoe department at Stern Brothers since last May. 


The old superstition that it is bad luck to put on the 
left shoe first is said to have originated with Augustus, 
one of Rome’s early emperors. The day he committed 
this near fatal breach of formality, a group of his 
warriors demanding their back pay, attempted to mur- 
der him. 
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WORLD FAMOUS 


ENGLISH SHOES 


BY 
-Mantfield 


NOW CARRIED IN STOCK IN U. S. A. 


HERE IS ONE OF MANY STYLES 


Full Wing Ti 
Brogues, wit 
double soles. On 
the famous 119 - 
Calf. No. 9298. 4am 


Write For Catalog 
DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 


325 ARCH ST. PHILADELPHIA, PENNA. 


[45) 
: 
sh 
— «. “is 
— 
OF NORTHAMTON 
| 
| Stocked in 
| A—8-12 
B—7-12 
| C—6-12 
| 
| 
‘ 


Plantation 
Finished 


Ohio’s Britain Brown and Black Luxor Calf in two custom 
types from Johnston and Murphy. 


Early Spring Shoe Showing 
Des Moines, lowa—Spring shoes made their official 
appearance in all Des Moines shoe store ads, recently. 
In the belief that the public will become spring shoe- 
conscious more reedily if all Spring announcements 
come at once, the shoe retailers agreed upon an early 
Spring shoe date. 
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- Difficult Customers Offer 
Sales Opportunities 
[CONTINUED FROM PAGE 38] 


what a foot requires by just a glance at the foot on a 
measuring stick or chart. Even if you -are the excep- 
tion here is another of those golden opportunities. 
You can sell yourself to her before you ever show 
her a shoe by examining her foot thoroughly, by dis- 
covering what has caused her discomfort in other 
shoes. But to do this you must handle her feet. 

Be not afraid to handle feet! If you are one of 
those people who find damp, perspiring feet obnoxious, 
who dislike to touch somebody else’s wet stocking, who 
handle feet gingerly with two fingers, then forget all 
about the shoe business and get a job at a ribbon 
counter or a desk because you've got to handle feet, 
even fondle them, learn to love to feel around for cal- 
luses, corns, and hidden points of discomfort on her 
feet. Grasp the arch of her foot in your palm and 
let her feel where the support should come in a well- 
fitted shoe. 

Hold the ball of the foot in one palm and with 
your other hand spread out the toes to their original 
position so you can see the real spread of her foot, 
thereby discerning the type of last you should fit her 
with to give her the most comfort. You can determine 
the flexibility of her foot by a light manipulation of 
the toes and the stretch of the arch by a slight pres- 
sure at heel and ball. Now, you can get your shoes 
and try them on because you've sold yourself—your 
knowledge of feet and your willingness to help her. 
She feels by this time that you know something about 
what she wants, that you are going to give her some- 
thing comfortable, and even if you come back with 
a rather plain orthopedic last, she is ready to accept 
your recommendation. Especially when she tries it on 
and finds it does hold her arch, give her toes a real 
chance to lie down straight and feels just the way you 
said it should before you tried it on. 

And be not afraid to do a little missionary work! 
Maybe today she came in for a pair of dress shoes or 
evening slippers. Fit her as comfortably as possible 
in what she wants, but don’t overlook the fact that she 
still needs that pair of comfortable business or house 
shoes. You may surprise yourself and sell two pair. 
Even if she doesn’t take them today, you've instilled 
an idea and sooner or later you'll be rewarded by her 
return. Very often she turns out to be one of your 
best customers and comes in smiling instead of frown- 
ing and glaring because you are the salesperson she 
has been looking for all these years. A salesman, a 
saleslady, a shoe fitter—not just another clerk. 

These are just a few of the fears which we shoe 
people must overcome in order to make our business 
a profession. Pick out your own little fears, analyze 
them, overcome them and “Be Not Afraid!” 
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MORE REASONS WHY 
ro-tek-tiv Shoes 


HELP NORMAL FEET GROW NORMALLY... 


And are truly “The Shoes of Tomorrow — Today” 


This illustration showing all size 13 shoes gives you the answer for taking 


care of those hard-to-fit feet. 


Pro-tek-tiv Shoes 


Carried in stock all the way from AAA to E 


Girls’ 


in the following. order 


8% to 12 AAtoE 
12% to 3 AAAtoE 
3% to 9 AAAAtoE 


Even those feet where the second toe is longer than the others were not overlooked in 


designing the Pro-tek-tiv lasts. 


So far we have given you three reasons why Pro-tek-tiv shoes are without parallel: No. ] 
the design of the last; No. 2 the method of grading; No. 3 the latitude for fitting 


different types of feet. 


But you can get the whole story all at once by sending for our book “The Shoes of 
Tomorrow—Today,” which, together with its instructive information, contains the full 
catalog of all Pro-tek-tiv shoes carried in stock. 


READING, 


PENNSYLVANIA 


Atlanta Stores Show Increase 


Over Year Ago 


ATLANTA, GA.— Stores here report 
business substantially increased over 
last year. Patent leather is selling best 
in women’s shoes, with blues — some 
bright blue, mostly navy — following. 
Japonica, cranberry and similar shades 
are holding their own. 

At Rich’s, indications point already 
to all-white for Summer in preference 
to combinations. Mrs. Nell Boland also 
reports: “Patent leather is selling in 
every height heel; practically all of 
them open toes, some open heels. Al- 


most every woman who can be fitted 
with comfort in open heels wants them.” 

Walter Davis, at Byck’s, says patent 
leather is best there; blue shades are 
selling in crushed kids and calf. Japon- 
ica and cranberry are going well for 
wear with navy clothes, as well as 
blacks and browns. Open toes are im- 
portant, open heels somewhat so. Best 
heel heights are 17 to 20/8. High cut 
pumps, oxfords and straps are in de- 
mand. 

Byck’s, where $6.85 and $7.75 are 
most wanted prices, reports “business 
has shown a nice increase. January and 
February showed a fine gain.” 


Chandler’s reports they have never 
seen anything go like the open, black 
patent shoes. Blues, particularly the 
lighter-than-navy shades such as 
Harmony and Admiral blue are second; 
Japonica third. 

This store does well with stretchable 
materials, such as gabardine, in black 
open toe, open heel styles. 

B. D. (Dick) King, who opened King’s 
Bootery six months ago, says the pic- 
ture with him is black patent in open 
toe, open heel styles first; blues second; 
Japonica third. Strap sandal effects 
sell best at this store, where 75 per 
cent of business is in novelty types. 
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@ Large Jar— 
therefore good con- 
sumer value. 


@ Only one cap— 
therefore easy and 
quick to use. 


@ Sponge “in the jar” 
is kept moist — ready 
for instant use. 


@ Kind to the leather 

for it cleans and soft- 
ens like Saddle Soap 
—then whitens 


Providence, R. I. 


ONE-WHITE SHOE SOAP 
with The Sponge in the Jar 


has proved to be one of the best items 
that has come “down the pike” for some time 


ON€ 


Shoe Soap 
for all white show 


Dampen sponge, dip 
apply. Polish 
leathers. Use white 

brash on nappy 
Everett & Barron 
Torcat® 


Everett & Barron Company 


@ Very concentrated— 
therefore covers well 
—goes far. 


@ So handy to use 
it is used oftener— 
one of the best repeat- 
ers we've ever had. 


@ Wonderful for children 
to use, for it cannot 
spill. 


Toronto, Canada 


Fashion Broadcast 


From Santa Anita 

[CONTINUED FROM PAGE 36] 
color. All shades in sandals should be 
popular. 

Genuine alligator lizard, Calcutta 
lizard and watersnake shoes, all very 
sandalized, are much in_ evidence. 
Colored reptile shoes look stunning 
with the new Spring suits and sports 
clothes. The fact that colored reptile 
requires no cleaning, is an important 
selling point. Alligator or lizard prints 
are also selling in all price fields. 

Suede will do well in light colors and 
white, but is an important material in 
dark shades only when very sandalized 
and lacy. 

Harry—I see Loretta Young is wear- 
ing mesh shoes. Is mesh as important 
a material as some buyers believe it 
to be? 

Mac—Indeed it is important, and as 
the season progresses it will grow in 
importance. To me mesh is the dark 
horse for Summer. Black patent with 
black mesh was the leader last Spring 
and Summer and should lead the 
parade again. Natural mesh with self- 
color in calf is tops. But, blue calf 
with blue mesh, wine calf with wine 
mesh and Japonica calf with wheat- 
colored mesh look like sure-fire selling 
combinations. Elasticized mesh is very 
new and combined with calf, kid or 
patent lends itself to many stunning 
designs. 


Harry, we have mentioned many ma- 
terials, but seeing Alice Faye over 
there reminds me of fabrics. These 
warrant consideration. Elasticized 
gabardines are selling and will con- 
tinue to sell. Wheat linen is already 
selling in Southern California and 
should have a real place in the Summer 
style picture. Peasant linen combined 
with patent or calf has ready ac- 
ceptance. 

Harry—Well, are you through talk- 
ing shoes? If not, we shall miss the 
last race. 

Mac—Here, place my money on 
“Handmade” or is it my turn to walk 
to the window? 

Harry—It has been a lovely day and 
I hope your selection of shoes is better 
than your choice of horses. And now, 
what do you think of “Seabiscuit”? 


Shoe Styles That Lead 
Sales Parade 


St Louis, Mo.—A sharp swing over 
to patents and gabardines in women’s 
shoes is featuring the March market, 
according to Morris Floun at Stix-Baer- 
Fuller. Both of these materials are 
outselling every other fabric in ad- 
vance of the anticipated season, with 
blues predominantly in demand. Pas- 
tels and new twin shades of blue have 
been most often called for, and both 
low and high heels seem to be in favor. 


Open toe models are making up 95 
per cent of the total volume in every 
field, sport and dress, Mr. Floun added, 
which was more or less a surprise so 
early in the year. Sport shoe promo- 
tions will begin April 1. 

Brown and white spectators, still in 
the open-toe vogue, are leading the 
parade in advance Summer indications; 
although all-whites are expected to 
form the bulk of the Summer business. 
For going-away buyers, Stix-Baer-Ful- 
ler has found brown and whites most 
popular. A spirited campaign on sports 
shoes is being planned in connection 
with the Storewide Event Sale of the 
store directly after Easter. 

Plenty of suedes and soft kids are 
expected to bid for favor along with 
those already mentioned. The depart- 
ment has obtained excellent results 
with an unusual display of spool hee! 
novelties in the center aisle, and re- 
ports collegiate trade still largely in 
for “scow” models. 


Opens Fourth Unit 


CLEVELAND, O.—Stone’s has opened 
a new modern family shoe store at 
15322-24 Detroit Avenue, Lakewood, 
suburb of Cleveland, making its fourth 
store in Greater Cleveland. Firm has 
other stores at 840 Euclid Avenue 
(downtown) and 10508 Euclid Avenue, 
near 105th, and in Shaker Square. J. 
H. Roberts is president. 
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Double Check Your Checks 
[CONTINUED FROM PAGE 31] 


dispute. It it not unheard of for 
debtors to trump up a controversy over 
an account for the sole purpose of 
paving the way for tendering a “full 
payment” check for a smaller amount. 
If the shoe merchant accepts and uses 
the check, the debtor may then claim 
that the tender and acceptance of the 
check so marked was in settlement of 
a dispute. The shoe merchant would 
have no further legal redress because 
he would be bound by the so-called 
accord and satisfaction. 

Where there has been no dispute 
about the amount owing on the ac- 
count, and where the shoe merchant 
is prepared to prove that the full 
amount is unquestionably due, he may 
safely cash a check for a _ smaller 
amount marked “in full payment.” But 
where the debtor has stirred up an 
argument about the account for the 
purpose of showing that he doesn’t 
owe the full amount, the shoe mer- 
chant is likely to lose the unpaid bal- 
ance if he accepts a check for a 
smaller amount marked “in full pay- 
ment.” 

Truly it behooves the prudent shoe 
merchant to handle checks as he would 
dynamite—with utmost care! 


Publicity Builds Business 
[CONTINUED FROM PAGE 32] 


the men’s window has rough decorative 
items such as leaves, bark and wire 
netting—never flowers. 

The Paul O. Kuehn store is divided 
into four distinct departments: (1) 
fashion shoes, (2) arch support shoes, 
(3) men’s shoes, (4) and children’s and 
growing girls’ shoes. The former two 
departments are on the street floor and 
the latter two are in the basement. 

Placing the children’s shoes in the 
specially designed basement department 
resulted in no less than a 300 per cent 
business increase in their turnover the 
next following year. This room is a 
children’s fairyland. When they enter 
a treasure box awaits them from which 
they may take one of these Hallowe’en 
paper whistle affairs that unrolls when 
one blows it. A mural around the walls 
portrays Mother Goose characters such 
as Jack and Jill. There is an imitation 
merry-go-round at the end of the room. 
And the seats for shoe fitting have ani- 
mals for arm rests. 

Publicity in the children’s department 
(Wonderland is the name the store gives 
it) involves individual newspaper ad- 
vertisements and direct mail cards. The 
cards are many of them written in 
long hand during spare momements, 
and are often directly addressed to the 
children. It is planned to send every 
customer a card at least once every two 
months. 

General store publicity includes eight 
or nine road signs with slogans, broad 
in character, which are formed with 
removable letters. 
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BURNING CALLOUSES 


Made from the finest 
quality full grain, 
gray finish cowhide. 
Easily applied 
in a few seconds. 
Sticks in position as 
long as the shoe lasts. 
List Price, 

$6.00 Dozen Pairs 
Retail Price $1.00 Pair 


4 out of 5 women who 
enter your store are tortured 
by metatarsal callous pains. 
That means 80% of your cus- 
tomers are potential buyers of 


Build extra sales, extra prof- 
its, quicker sales, minimize 
returns and complaints on 

shoes that cannot be fitted aiding 
properly without Trimfoot. e 
Trimfoot provides a maxi- Send for your FREE 
mum of foot comfort instantly. sample pair today! 


WIZARD COMPANY Wasnt 


Canadian Distributors: Canadian Specialties, Lid., 49 Sanford Ave. S., Hamilton, Ont. 


SALES TIP: 
When no shoe in stock 
seams to fit... just T. O- 
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and Fashions 


stretchable fabrics and leathers | 


All shoes designed by 


ALFRED VAMOS 
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7] eee «+ « THE MIRACLE YARN THAT MAKES THINGS FIT 


US) by United States Rubber Company 
New York City 
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SHOE MANUFACTURERS 
aavanes WOOL SKIN SHOE CO., 
$5.00. 


AMERICAN MAID SHOE CO., 

on 

Slippers, $2.00 and $3.00. 

ALTSCHUL, Ine., 
H. Wendt, 


$3.00 
ARTCO co., 
Women's “Sbiceas,” $4.00. 
co., 


‘ BRADLEY-GOODRICH CO., Ine., 
Howard 

Men’s Turn 
SHOE CO., 

oward J. Legg 

Complete plus nationally 
women’s “‘Airsteps,"” men's 
| gl shoes for children. Boy and 
Shoes. 


‘Bostonian,’ ‘‘Footsaver,"" and 


THE COPELAND AND RYDER Co., 
Fred H. Wend 


to $11. 
Dave 


DODD SHOE Co., 
wemen's high grade shoes, $6.50 to $10.00. 
OUNN & McCARTHY, 
illiam B. 
Women's Welts Littleways, $3.95. 
SPECIALTY FOOTWEAR CO., 
Harry J. 


ENNA JETTICK SHOES, 


EPHRATA SHOE CO., 
H. L. 


te $4.00. 


SHOE & SLIPPER Co., 
muel A. ‘ax 
Slippers, $1.00 to $1.50. 
won + high grade shoes, $6.50 to $10.00. 
KIRKENDALL BOOT CoO., 
Riding Boots, $8.50 to $20.00. 
SHOE CO., 
Women’s “‘Sbiccas,”’ $4.00. 
KNIGHTS-ALLEN CO., Ine., 
1 Howard J. 
{ Men's Turn sole slippers, $3.00 to $4.00 


line of sheep skin slippers, 59¢ to 


advert 
“‘Alrsteps,”” “* 
and Girl Scout 


work 
and “children’s shoes. ‘“‘Standon 
bber footwear. 


Growing misses’ and children’s shoes, 


Men's and “Women’s Slippers, $1.00 to $2.00. 


Slippers, $3.50 to $10.00. 


ised 


Muwlich, SHOE AND LEATHER CoO., 
“Mansfield” 


t, 
Men's. Women's “‘Copeg’’ arch shoes, $9.50 


arks, 
Men's, women's and children’s shoes, general line. 


Women’s Welts and Littleways, $5.00 to $6.00. 


and misses’ quality welt shoes, in 


SS 


=> 


=e SS 


LY 7, 


UU 


7 


7 


/, 


BOOT ann SHOE RECORDER, March 18, 1939 


SLIPPER MFG. CORP., 
Howard J. Eng 


gqu 
Padded sole slippers, 79¢ to $2.50. 


SHOE MFG. CO., 
ley, 
Soceset line of sheep skin slippers, 59¢ to 


G. MEHRINGER & CO., Ine., 
Howard J. 
Terry cloth Bath Mules, $1.25 to $2.50. 
SLIPPER 
uel A. Wax and ba 
Slippers and sandals, $1. Oo to $2. 
MILLER SHOE CO., 
Fred H. Wendt, 
Women's Health Building Shoes, $7.50 to $10.00. 
MFG. COMPANY, 
loward J. Engquist 
Shespeeol Footwear, 59¢ to $4.50. 
SHOEMAKERS, 


enry 
Natural Bridge Women's Shoes, ry to $6.00 
and Billiken Children’s Shoes, $3.00 to $4.00 
OWENS SHOE CO., 
Charles Giles, 
Slippers and Tap Dancing shoes, $2.25 up. 


QUEEN ened 
Julian H. 
Women’s high grade. “shoes, $6.50 to $10.00. 
Sole Fonweer, $1.00 to $7.00. 
P. REED & CO., 
Edward St: 


qual ty. footwear. 
and “Matrix” shoes. 


“Collegebred,”* 


a 
Women’s 
““Sportview 


co., 
ymond, 


Shirley Sligpers. $1.00 to Beach 
Sandals, General 
Slippers, and soft soles, $1.00 up. 


R. 
loward J. Engqu 
oun and Hunting, $2.50 to $12.00. 
SOL-EASE co., 
Simon 
Slippers, $250 to $3.50. 
SWAN SHOE CO., Ine., 
Howard J. 
and Pre-Welt sole slippers, $1.65 to 


TUPPER co., 
mon 
Stippers and sandals, $1.95 to $4.95. 
MFG. CO., 
“compos. $3.00; Women’s Uco and 
Welts. $4.00; 3 Delmacs, $4.00; Growing 
Girls’ Weilts, ‘and $4.00; Men's Welts, 
$3.00. $4.00 and $5.00 


WISCONSIN SHOE COMPANY, 
Howard J. En 


nequ 
Complete Tine Athletic Footwear, $3.00 to 
$12.00. 


RETAIL SHOES 
J. F. HOEFFEL & SON 
KLING’S THEATRICAL SHOE Co. 
MARTIN KRAMER SHOE CoO. 
O'CONNOR & GOLDBERG 
DR. REED CUSHION SHOE Co. 


OTHERS 
ARNOLD BROS. & CO. (lasts) 

BEE HIVE SHOE REPAIRING CO. 
BOOT & SHOE RECORDER 
CAMERON & Co. (shoe store seating) 
H. J. COLLIS MFG. CO., 


J._ Engquist, 
Zeacte and Leather Ankle Supporters, $1.00 to 
& SHOE STORES Co., 


co., 
How: J. En 


ard 
Insoles, Heel cushions, etc.. 10¢ to 25¢. 
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Dutch Shoes Nothing New to Holland (Mich.) 


ve 


In this building at Holland, Mich., the manufacturing of real Dutch wooden shoes 
has 


been carried on for years. 


The majority of its production of 50 pairs a day 


is used locally by the older farmers working in the fields and by the townspeople 


and visitors to the annual tulip carnival. 


HOLLAND, MicH.—Few places in the 
country today have greeted the new 
Dutch accent in shoe styling with 
greater interest and approval than the 
city of Holland, Michigan. With a 
population of 14,000, of which 90 per 
cent are Dutch or of Dutch ancestry, 
Holland boasts of two shoe factories 
now engaged in the manufacture of 
Dutch-styled shoes. 

One of these factories is an old land- 
mark in Holland—the only plant of its 
kind in America. It is a modest little 
frame building where only one type of 
shoe is made, on an average output of 
50 pairs a day. For years it has been 
engaged in the manufacture of the 
original native Dutch klomp or all- 
wooden shoe, still worn in the fields by 
some of the older farmers living around 
Holland. 

The other factory is the Holland- 
Racine Shoes, Inc., a newly-organized 
company formed by the recent merger 
of two old established firms—the Hol- 
land Shoe Co. and the Racine Shoe Co. 
of Racine, Wisconsin. This firm has a 
modern, up-to-date plant manufactur- 
ing the latest styles for men and boys, 
with a capacity output of 2000 pairs a 
day. 

The wearing of Dutch shoes is noth- 
ing new to the inhabitants of Holland. 
Every year in their regular Spring 
tulip festival—a social event that draws 
thousands of visitors—man and woman, 
girl and boy, can be seen clopping 
along the streets in klompen made in 
Holland’s own quaint little wooden shoe 
factory. This factory is managed and 
operated by two old master workmen, 
Gerrit Ten Brink and Albert Klinge, 
who still use the same crude methods in 
fashioning wooden shoes which they 
learned in the old country years ago. 

Holland-Racine Shoes, Inc., will soon 
announce by national advertising, three 
nhew shoes which they have developed 


on the Dutch type last. These are called 
the “Klopper,” the “Klompen” and the 
“Klossen.” The first is for beach and 
lounge wear and has a wooden, rocker 
bottom sole with uppers of natural calf. 
The other two are more conservatively 
styled for street wear and have uppers 
of natural calf with crepe and leather 
soles respectively. 


New Kirby Store to Open 


SAN FRANCIScCO—A new Kirby Shoe 
Store will open here at 1055 Market 
Street. Mort Gaines, who has been 
with the Kirby company for several 
years in Northern California stores, 
will be the manager of the new estab- 
lishment. He will have as assistants 
Don Lee and Dan Eisenberg. 

Eisenberg’s father was formerly in 
busincss in this same location, and Dan 
has many friends who will be glad to 
know that he is associated with the 
new enterprise. 

Don Lee has been in the shoe trade 
in San Francisco for fifteen years, and 
is well known to the members of the 
industry. 

The new store will carry a $75,000 
stock of medium priced shoes for all 
the family, and Mr. Gaines says that 
with 20,000 pairs of shoes to select 
from they will be able to fit any size 
or shape of foot from the smallest to 
the largest. 


Lewis at Pomeroy’s 


HARRISBURG, Pa.— Williard Lewis, 
manager of the shoe salon of the Mary 
Sachs Store for a number of years, has 
been made manager of the shoe depart- 
ment of Pomeroy’s. 

Widely known in the city, Mr. Lewis 
has been associated in the shoe stores 
of Harrisburg for fifteen years. 
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As Advertised in 


MEN'S $4.50 
WOMEN’S $4.00 


PUGS 


All the comfort .. and with better 
fit thon you ever had before ina 
genuine moccasin. Hand-sewed, 
light, flexible construction. Write 
for catalog and name of your 
nearest dealer. Dept. L-320. 


cour... 

genuine MOCCASINS 
ore featured in other 
populor models .. . in 
various leathers. 


Colt-Cromuel/ 


STOUGHTON, MASS. 
47 West 34th Street, New York City 
840 So. Los Angeles St., Los Angeles, Calif. 


YEAR 


Moccasins will be the favorite outdoor 
leisure shoe this year. And Colt Pugs are 
sure to be in popular demand. Priced right 
to assure volume sales . . . nationally ad- 
vertised during the heavy buying season... 
styled in a number of popular leathers... 
a large in-stock department. Write for your 
catalog NOW. Dept. B 218. 


COLT-CROMWELL CO., INC. 
Stoughton, Mass. 
47 West 34th Street, New York City 
840 So. Los Angeles St., Los Angeles, Calif. 
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| | | 
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WE LOOK THROUGH SOLES 


AS FIBRES GO — 
SO GOES THE SOLE 


See why E-W FIBRE-SORTING 
means MATCHED Service 


The stringy fibres in the *photo-micrograph on the 
right show one kind of fibre structure. The surface of 
that sole might look like the surface of the sole whose 
compact fibre structure is shown on the left. But 
put the two together on one pair of shoes . . . and one 
will give better service than the other. So we mate 
soles by similar fibre structures—not just by surface 
appearance—and we've been doing it so long we be- 
lieve we qualify as experts. 

Write to us. There is a free booklet, “Men With Mag- 
nifying Eyes,” awaiting you. Make your shoes more 
serviceable with England Walton. 


ENGLAND WALTON DIVISION 
A. C. LAWRENCE LEATHER COMPANY 


Boston New York Camden Chicago St. Louis 
Milwaukee San Francisco 
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To Make Your Shoes More Serviceable on 

be 

b 
The “X-Ray eyes” of England Walton expert sorters look cS 
into the fibre structure of every sole . . . to mate them accu- - 
rately. Result: England Walton fibre-sorted soles are depended en 
moe 
on by hundreds of retailers (and manufacturers) to provide me 
more resistance to wear . . . equal flexibility . . . equal support 
at the arch . . . equal life as near as it can possibly be had. the 
That’s a usable sales point. or 
the 
Fair 
*These photographs represent a typical case of the difference in sole The 
geles 


fibre structure that may exist even in high-grade shoes — but not 
those having England-Walton fibre-sorted soles. 


WALTON 


CUT SOLES anv SOLE LEATHER = PURE OAK BARK TANNED 
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IN THE SHOE TRADE 


Saturday, March 18, 1939 


Foresee Large Attendance at Los Angeles 


Early Registrations Promise Record Gathering at Convention 
of California Shoe Retailers, June 11-14, 1939 — 


Los ANGELES, CALIF.—Advance reg- 
istrations for the California Shoe Re- 
tailers Convention to be held in Los 
Angeles, June 11-14, 1939, promise 
larger attendance than this annual 
event has ever before enjoyed. One 
entire floor of the Biltmore Hotel will 
be devoted exclusively to shoe exhibits 
by manufacturers and traveling men, 
many of whom will be represented for 
the first time in this California show. 
An adjoining floor will present the lines 
of various shoe wholesalers, supple- 
mented by exhibits of important ac- 
cessories, store display materials, 
model store arrangements, advertising 
services, and other matters of genuine 
interest and value to shoe retailers. 

This exceptional interest displayed 
by exhibitors is no doubt the result of 
many things not the least of which is 
the realization that this Los Angeles 
Convention will have more actual shoe 
buyers in attendance than any previ- 
ous event. Shoe retailers from all over 
the West will use this occasion to make 
their first visit to their own “World’s 
Fair” now in its early days on “Trea- 
sure Island” in San Francisco Bay. 
The overnight trip between Los An- 
geles and the Fair becomes a small 
matter. 

Shoe buyers are also enthusiastic 
about this opportunity to actually com- 
pare the new lines of so many leading 
manufacturers. The entire convention 
emphasis is being placed upon the busi- 
ness side, including operating methods 
and style influences. Not only will 
these matters be presented by well- 
qualified speakers, but group discus- 
sions will permit the profitable ex- 
change of ideas derived from individual 


experiences, reports Clarence H. 
Fontius, president of the California 
Shoe Retailers Association. 

The convention will be in session 
four full days. Exhibitors will be able 
to set up on Saturday, June 10, for the 
Sunday opening. 

This will provide the opportunity 
for many small merchants to view the 
lines and buy on Sunday without dis- 
turbing store operations. Sunday 
evening, a dinner will be served to be 
followed by a style show and discussion 
of new style trends. A luncheon on 
Monday will feature outstanding speak- 
ers, while the entire next day will per- 
mit uninterrupted inspection of new 
lines. 

The banquet and dance on Tuesday 
evening will be a convention highlight 
presenting both facts and fun. Search 
is now underway for a top-flight guest 
speaker. Reports of business sessions 
will be given. 

The fun of the evening will be started 
with the “Calcutta Auction” for the 
Golf Tournament to be held the fol- 
lowing day. Foursomes will be made 
up of two traveling men and two re- 
tailers. The Wednesday Tournament 
will be followed by a Golfers’ Stag 
Dinner. Arrangements are being made 
with both the National and Columbia 
Broadcasting Systems for guest tickets 
admitting convention registrants to 
their favorite national broadcasts origi- 
nating in the new Hollywood studios. 

Convention headquarters have al- 
ready been established at the Los An- 
geles Biltmore Hotel, under the direc- 
tion of Charles Kirsner, convention 
manager. Reservations or inquiries re- 
garding the convention should be ad- 
dressed direct to Mr. Kirsner. 


Attendance Regulations 
At Leather Show 


New York.—The same restrictions 
which have been in effect for the past 
two years will apply at the Leather 
Show on March 27-28 at the Waldorf- 
Astoria, New York. Although these 
are generally understood throughout 
the trade, the Tanners’ Council has 
issued the following statement in order 
that everyone may be familiar with 
the situation: 

“On March 27, and until noon on 
March 28, the attendance will be 
limited to the following: 

Shoe manufacturers, retailers and whole- 

Chain representatives and resident 
buyers; 

Handbag and leather goods manufacturers 
and retailers; 

Trade and newspaper representatives and 


fashion writers; 
Other direct customers of tanners. 


“The following trades are requested 
to defer their visits until 12 P.M., 
Tuesday March 28: 


Hide and skin dealers and brokers; 

Supply trade (tanning materials, machin- 
ery, etc.); 

Pattern, pull-over and last manufacturers, 
and shoe manufacturers’ supplies; 

Non-exhibiting tanners (including mem- 
bers of the Tanners’ Council), leather 
merchants and importers. 

“We appreciate the cooperation re- 
ceived from the great majority of 
these trades during the show last Sep- 
tember, and we hope that everyone will 
cooperate with us during the coming 
show.” 


Sherman Named Buyer 
at Syracuse Store 


Syracuse, N. Y.—Harry I. Sherman 
has been transferred to the Syracuse 
store of E. W. Edwards & Son to as- 
sume charge of the basement and up- 
stairs shoe departments. Mr. Sherman, — 
formerly at the Buffalo store of the 
company, is being replaced by Frank L. 
Palmer, who was formerly at the 
Syracuse store. General supervision is 
under the direction of F. R. Breusing. 
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MORE 
PROFITS 


with 
Packards! 


Packard has no resale price 
restrictions to hold you to 
a slim profit. Containing 
every penny’s worth of 
quality their cost implies 
. - « Packard Shoes look 
like more value . . . bring a 
better price ... pay you a 
better profit. 


Completely stocked in 
two grades — Packard 
and Packard-Kent — to 
an from $5.00 to 


00. 
THE 
SHOE 


attractive and up-to-date men’s and 


Write for 
our new In-Stock Catalogue 


M.A.PACKARD CO. SROCKTON, MASS. 
Marbridge Building, New York 


Poe I in Fort Smith women’s shoe store at Fort Smith car- 
Fort SmitH, ARK.—Oscar S. Poe, rying lines of nationally-advertised 
footwear. 


who formerly had a retail shoe store 
at Little Rock, Ark., has opened an 


Window Tells Coordination Story 


Mr. Poe formerly had a store in 


Dallas, Texas—This attractive Spring display was used recently by the Neiman- 
Marcus Co., here, to tell a coordination story of Spring fashion. Designed by 
wool travel suit with a larger coat of white chalk stripes. Fresh Earth kid shoes 
and bag, contrasted with a gold suede hat and gloves, completed the costume. To 
the left, a spiral of gray shoe boxes picked up the basic color note. Fresh Earth 

and bags were arranged on the boxes together with gold jewelry, flowers, 


gloves and perfume. 
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Fort Smith, prior to his moving to 


Little Rock. Several of his employees 


who went with him to Little Rock have 


returned and will be associated with 
him in his new store. 


Wrobel Beachcraft 


Representative 

Los ANGELES, CALIF.—S. Wrobel is 
now representing Beachcraft Sandal 
Co., Inc., of New York, with the com- 
plete line in the states of California 
and Nevada. He is working out of this 
city with his office at 201 S. Catalina 
Street. J. C. Marks, president of 
Beachcraft Sandal Co., also announces 
the appointment of Dolph G. Hoyt as 
their sales representative for the states 
of Washington, Oregon, Wyoming, 
Utah, Idaho and Colorado. Mr. Hoyt 
will work out of Seattle, Washington, 
his address being 2211-30th St., that 
city. Both men are finding an unpre- 
cedented response to the entire line and 
with the “Tromps” acceptance being 
outstanding in their respective terri- 
tories. 


Jane Wheeler Resigns 
From Everlastic 


Boston, Mass.—Miss Jane Wheeler, 
who, as stylist and assistant-advertis- 
ing manager of Everlastic, Inc., has 
been identified with the creation and 
promotion of many merchandising suc- 
cesses in footwear in which goring and 
other webbings have been used, has 
resigned her position with that com- 
pany. 

While she has announced no plans 
for the immediate future, it is believed 
she will soon take a position with an- 
other firm in the same industry, acting 
as promotional adviser. 

Miss Wheeler is a keen analyst of 
style trends in footwear, costumes and 
accessories. 


Lambert Store Takes 


Dr. Reed Lines 


St. Lovis.—The Lambert Corpora- 
tion, operating a store in North Tenth 
Street, has taken over the Dr. Reed 
Cushion Shoe lines, formerly sold at 
the Dr. Reed store in North Ninth 
Street. An item in a recent issue of 
the RECORDER erroneously stated that 
the Dr. Reed store had moved, and was 
under the supervision of Ernest Bash- 
ford. Mr. Bashford is assistant to O. E- 
Carter, manager of the Lambert shoe 
stores. The Lambert firm also handles 
Antioch College shoes, in addition to 
its regular line of Perfect Posture 
shoes. 


W. S. Balch Named 
Shoe Manager 


JouieT, Inu.—W. S. Balch has re- 
cently been appointed manager of the 
exclusive French, Shriner & Urner 
Shoe Department in Al Baskin’s store, 
this city. 
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FASHIONS FOR THE YOUNGER MISS... 
IN MISS VIRGINIA SHOES 


Your younger trade is demanding 
style—and getting it. Wise for her 
age, this most important customer of 
yours is on the look-out for shoes as 
smartly styled and as fashion-right as 
those you sell her older sister. 

MISS VIRGINIA is the answer .. . 
dainty, close-edged, high-heeled Lit- 
tleways, shoes with a high-style right- 
ness at a low price which allows you 
@ generous mark-up. Lightweight and 
durable, they embody the latest re- 
quirements of fashion—lasts specially 
designed for open toes, scuffless wood 
heels, and open, flexible patterns; all 
these with the perfect fit guaranteed 
to give comfort and complete satis- 
faction. 

IN-STOCK for immediate delivery. 
Don't delay. Get your MISS VIR- 
GINIA catalog today. 


One Strap Open Toe Sandal 
No. 721 White Elk... 
8%-12, B-C-D — $1.37% 
124-3, 8-C-0—$1.45 


THE VIRGINIA SHOE CO. 


FREDERICKSBURG, VIRGINIA 
MANUFACTURERS 


New Men’s Shop in L. A. 


Los ANGELES, CALIF.—Quarter page 
advertisements in the local papers by 
Young’s Speedy Shoes announced the 
opening of their newest shop at 641 
South Olive St., this city. This location 
is right in the center of a good men’s 
business section and should prove to be 
an excellent site for the expansion of 
this growing group of men’s shoe stores. 
A general line of shoes in the medium 
and high grades will be carried with 
considerable emphasis on smart, high- 
styled patterns. 

H. O. Kinsey is to be manager of 
this store under the general manage- 
ment of R. G. Brownhill. One feature 
of the opening was the gift of a very 
fine duffle bag with each purchase. 


Resigns as Shoe Manager 


LOUISVILLE, Ky.—J. W. (Pete) 
Foster has resigned his position as 
manager of the Florsheim Shoe Shop 
in Louisville, to enter the field of life 
insurance. He has returned to Hous- 
ton, Texas, with the Reliance Life In- 
surance Company of Pittsburgh, Pa. 

Mr. Foster has been connected with 
the Florsheim Shoe Company for the 
past 15 years, taking his training in 
the Birmingham, Ala., store and later 
being manager at Houston, Texas; 
Chicago, Ill., and Louisville, Ky. 

A. E. Longstreet has succeeded him 
as manager of the Louisville store. 


Mayfield Represents Boot Co. 


Nocono, Tex.—Al Mayfield is a re- 
cent addition to the sales staff of the 
Nocono Boot Co., here. He is a native 


AL MAYFIELD 


of South Texas, having made his home 
in Brownwood. After considerable ex- 
perience in the factory, he is now on 
the road in the states of New Mexico, 
Arizona, Colorado and California. 


F. L. Pike Joins Stetson 
Shoe Company 


New YorK—Frederick L. Pike, who 
recently resigned as buyer of women’s 
better grade shoes at Arnold Constable 
& Co., here, has joined the Stetson Shoe 
Company as vice-president and general 
manager of the company’s retail divi- 
sion and will have charge of the buying 
and management of the Stetson store 
at 385 Fifth Avenue, this city. Mr. Pike 
succeeds George L. Harger, who has 
held this position for a number of years 
and who recently resigned from the 
company. 

Mr. Pike plans to carry a popular 
priced line where heretofore the store 
only carried the higher priced shoes. 
The new line will retail in the $6.95 
and $8.95 range and is expected to 
bring about a good increase in business 
for the coming season. 


New Men’s Store Makes 


Rapid Progress 

New YorkK—The new Lloyd & Haig 
men’s shoe store, opened iast Fall at 
1 East 44th Street, this city, has en- 
joyed a steady gain in business since 
its opening and reports a good business 
outlook for the coming Spring season. 
Edward Meyer is president of the firm, 
which, besides the new store, has an- 
other at 120 Cedar Street, in the down- 
town section of the city. 
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Investment 


BROOK 


The BROOKMIRE 
ECONOMIC SERVICE 


Descriptive booklet of Brookmire 
Services and sample Bulletins on 
investment, business and economic 
subjects will be mailed on request. 


Kindly address Department 39 
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Economic 


1s—Founded 1904 
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Counselors 


S51 Fifth Ave.. New York 


YOUR HEAD 
over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 


Sixteen years’ continued 
PURCHASE” space is the record for one of our ad- 
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Classified Advertising Dept. 
239 W. 39th St.. New York, N. Y. 
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Preparations Made for 
Iowa Shoe Fair 


Des Mornes, lowa— Preparations 
are progressing for the Iowa Shoe Fair, 
to be held at the Hotel Fort Des 
Moines, here, June 11, 12 and 13. Presi- 
dent Carl P. Ortlund, of the Iowa Na- 
tional Shoe Travelers’ Association, re- 
cently called a meeting of committee 
members to discuss plans for the Fair. 
This will be a joint convention of the 
Iowa Shoe Retailers Association and 
the Travelers’ Association. 


Shoe and Leather Men 
to Hold Banquet 


READING, Pa. — The Central Penn- 
sylvania Shoe and Leather Association 
will hold a banguet for local and visit- 
ing shoe and leather men at the Hotel 
Abraham Lincoln, Reading, Friday, 
April 14, at 6.30 p. m. 

L. V. Hershey, president of the as- 
sociation, will act as toastmaster and 
will introduce Paul G. Williams, for- 
merly manager of the shoe division of 
Montgomery Ward & Co., who will 
speak on “Does the Shoe Business Need 
a Dictator?” Following Mr. Williams, 
James E. Gheen, of New York, will 
give an inspirational and humorous 


talk on the subject of “Do You Want 
What You Need”? 

Reservations should be sent to Harry 
Snayberger, chairman, who has made 
arrangements with the Hotel Abraham 
Lincoln to take care of all room res- 
ervations in advance for those who 
plan to remain in Reading overnight. 
Cards are being mailed to all members 
for dinner and hotel reservations. 

Future plans of the association re- 
garding the Spring Golf Tournament 
and other activities will be announced 
at the banquet. 


L. L. Lyles with 
Brown Men’s Division 


Sr. Louis, Mo.—L. L. 
(Lonnie) Lyles, for- 
merly with the General 
Shoe Corporation, will 
represent the United 
Men’s Division of the 
Brown Shoe Company 
in Eastern Tennessee. 
Mr. Lyles is well known 
to the Tennessee shoe 
trade, having traveled 
that territory for the past 15 years. 
He will continue to maintain his head- 
quarters at the Maxwill House, Nash- 
ville, Tenn. 


L. L. Lyles 


Employees Attend 
Anniversary Dinner 

Mass.—Mr. and Mrs. Na- 
poleon Bail of Beach Street, were 
guests at a family dinner party, re- 
cently, in Hotel Roger Smith, in 
celebration of their 50th wedding 
anniversary. All employees of the Na- 
poleon Bail Shoe Store in High Street, 
of which Mr. Bail is owner, were in 
attendance. 

Mr. Bail closed the store in order 
that all employees might attend the 
dinner. This was the first time that 
the store has closed on Saturday night 
since it was opened 49 years ago next 
month. 

Nelson Beaudet of Gardner acted as 
toastmaster, and remarks were made 
by Samuel Bail, John B. Bail, Timothy 
Griffin, A. Silva and Miss Stella Os- 
trowski. Lillian Bail, a granddaughter, 
gave an address of congratulation and 
played piano selections. Paul Meunier 
tap danced and Donald Meunier recited. 
The Holyoke Hillbillies entertained and 
furnished music for dancing. 

Mr. and Mrs. Bail received many 
gifts, floral tributes and congratula- 
tory messages. Numerous friends and 
relatives called Sunday when the couple 
held open house at their Beach Street 
residence. 
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HERE’S WHY THEY GIVE CO 


The Quality FEATURE SHOE 
SALES...Foot Health Week and 


IN STOCK 
Sizes 2%- ll; widths 
AAAA to EE. To re- 
tail at $6.50 to $7.50 


Interna 


that Builds EXTRA 
Every Week! 


MFORT WOMEN COME BACK FORE . 


tock Complete for 
d built, et real results. Fi 
pon lasts for rigid, and 


INTERNATIONAL SHOE C0. ¢ ST. LOUIS 


NATIONAL FOOT HEALTH 


N. Y. State Convention Dates 


RocHEsTER, N. Y.—The Board of Di- 
rectors of the New York State Shoe 
Retailers Association announces that 
it has been decided to hold its twenty- 
first convention at the Seneca Hotel, 
here, on Sept. 10, 11 and 12, 1939. 

The Board held a meeting on Sunday 
night, March 10, when a dinner was 
given in honor of President Leslie 
Gardner, of Oneonta, and at which 
Chairman John Slater of New York, 
presided. 

This association was formed Febru- 
ary 9, 1919, in Rochester, and two con- 
ventions were held there that year. 


Will Manufacture Shoes 
From Tires 


LittLe Rock, ArRK.—It has been an- 
nounced here that H. S. and H. O. 
Davis, owners of the Davis Rubber Co., 
1600 East Fifteenth Street, plan to 
manufacture shoes from the inside of 
used automobile tires. A patent on the 
shoes has been applied for and manu- 
facture will start about the first of 
April. The firm, which will manufac- 
ture the shoes, will be known as the 
Arkansas Shoe Co. A three-story build- 
ing at 900 West Seventh Street has 
been leased and about 20 men will be 
employed. The new type of shoes will 
be patented on a sandal design, it was 
explained. 


What’s New 


New, Semi-Lustrous 
Patent Leather 


Boston, Mass.—The Colonial Tan- 
ning Company of this city announce 
the perfection of a new, dull-finish 
white patent leather which they are 
now marketing under the name Satin- 
White Patent. In discussing this new 
finish, Kivie Kaplan says: 

“This Satin-White Patent differs 
from our already well-known Sno- 
White in that it has a semi-lustrous 
surface, while Sno-White has the usual 
brilliant sheen associated with patent 
leather. 

“A number of manufacturers in the 
top grades have approved this new 
leather and are using it in their Sum- 
mer lines. They agree that Satin- 
White Patent has the qualities of color 
and surface for which they have been 
searching.” 


New Hosiery Saver 


New YorK.—Modern Orthopedic Ap- 
pliance Co., here, has introduced a new 
hosiery saver called “Slipp Nott,” 
claiming that it is the only appliance 
of this kind which is unaffected by the 
heat of the foot. Made of plush, a 
patented inverted rubber air cushion 
eliminates friction and holds the heel 


properly and comfortably in place. This 
appliance is coated on the reverse side 
with an adhesive, making it possible to 
apply quickly and easily without 
moistening the saver or the inside of 
the shoe. This adhesive keeps the ap- 
pliance in place permanently, produc- 
ing a better fit in shoes that otherwise 
slipped at the heel. 


Deters to Resume Duties 


BuFFALo, N. Y.—Harry J. Deters, 
former business manager of the Buf- 
falo Shoe Retailers’ Association and 
life member of that organization, whose 
resumption of his duties as business 
manager was prevented by a forced re- 
turn trip to the hospital, now has re- 
turned home and expects to take up his 
duties with that organization in a short 
time. 

The shoe retailers recently enjoyed a 
bowling party. Already there is talk 
for a bigger and better picnic next 
summer. 


McIntosh to Open Leased 


Department 

Peoria, ILL.—R. S. McIntosh, for- 
merly with Nunn-Bush in Peoria, will 
open a leased department featuring 
French, Shriner & Urner shoes ex- 
clusively, in the store of O’Brien & 
Jobst, here. 
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MATRICES OF SIX 
FOOT HEALTH WEEK 
ILLUSTRATIONS 
Included are reproduction of 
Foot Health Week Poster in 
two sizes, and four other timely 

illustrations for $1.50. 


FOOT HEALTH WEEK 
ADVERTISING 


POSTERS SHIPPED FLAT 


Don’t Miss This Tie-up! 
Use These Two-Color POSTERS 
for National FOOT HEALTH WEEK 


BOOT ann SHOE RECORDER, March 18, 1939 


THIRTY MILLION PEOPLE are going to the 
Fairs this year! And those that don’t go will 
be reading and talking about them. The Foot 
Health Week poster gives you a colorful, power- 
ful tie-up just as national interest is being built 
up from coast to coast. The slogan, “Be Fair to 
Your Feet,” is a NATURAL, and it ties in with 
the promotional theme, “You'll ride to the Fairs, 
but you’ll WALK when you get there.” Order 
your posters NOW for 


National Foot Health Week 
April 10 to 15 


These Powerful Posters are Bright Blue and 
Black on Heavy White Offset Paper. size 17 x 
22 in. 


20 for $4.50 
30 for $6.00 


5 for $2.00 
10 for $3.00 


100 for $18.00 
WE PAY POSTAGE 


R. E. ANDRUSS—BOOT AND SHOE RECORDER 
239 W. 39th St, New York 
Wasccvesces FOOT HEALTH WEEK POSTERS, 


SST SETS of matrices of FOOT HEALTH WEEK 
ILLUSTRATIONS. 


Check (or Money Order) enclosed, or. .....Mail C.0.D. 
Postage. 


PLEASE PRINT YOUR NAME PLEASE MAKE CHECKS PAYABLE 
AND ADDRESS CLEARLY TO BOOT AND SHOE RECORDER 
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up under 
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AMAZING way to Foot Comiort 


of CONFORMALS...the exclusive new idea in shoes 
with Individualized MOULDED FITTING never pos- 
sible before! Think of the tremendous record of repeat 
sales (up to 75%) they are piling up...men and women 
buying again and again, because ONFORMALS give 
them more comfort than they had ever known. When 
will you begin to cash in on this amazing develop- 
ment? Write today for full details. 


Were you think of National Foot Health Week, think 


Made by America's Largest Shoemakers 


© CONFORMAL FOOTWEAR COMPANY Div. International Shoe Co. SAINT LOUIS 


Lee’s Opens in Columbus 

CoLumBus, O.—A new retail store 
for women opened recently under the 
name “Lee’s,” at 59 S. High Street. 
Unit is part of the current expansion 
program of Mathes Shoe Stores Co. 
This is the second local unit of the 
firm; first is Reed’s, 131 S. High, only 
a block away. 

Store features a budget line of sports 
and dress models at $1.99 and $2.98. 
High styles are stressed to appeal to 
younger trade. Sidelines of hosiery and 
bags are included. 

At the formal opening over-night 
bags were given away with each pur- 
chase. Good business held over through 
the initial week of operation. 

T. J. “Ted” Schauweker, for the past 
decade display manager for G. Edwin 
Smith’s Nisley chain, is manager in 
charge of Lee’s. Eight regular clerks 
are employed. 


Chapman to Manage Butler’s 


Daytona Fia.—Jack D. 
Chapman, Lakeland, has been ap- 
pointed manager of the Butler Shoe 
Store on South Beach Street. He suc- 


ceeds Benny Silverman, who is being - 


transferred to Augusta, Ga., to take 
charge of a new store being opened 
there. Mr. Silverman has been with 
the company for more than five years, 
serving in both the St. Petersburg and 
Lakeland stores. 


Insulated Soles in New Leisure Shoe 


This unusual sole treatment has been developed by Walk-Over in this men’s 
sandalized oxford for leisure wear in hot weather. The “Corker,” as it is called, 
has an inch-thick sole made up of two layers of cork, divided by two rubber slip 
soles and a third and middle layer of crepe, the idea being in providing insulation 
against sidewalk heat. The crepe middle sole takes away somewhat of the stiff- 
ness of the sole and gives a cushioned effect to the foot. Ideal for beach or 
cruise wear, this shoe has definite possibilities as a novelty type for college wear. 


Standard Shoe Co. Formed Leases Store Space 


MILWAUKEE, Wis.— The Standard 
Shoe Co. has filed articles of incorpora- 
tion here to deal in footwear of all 
descriptions. Incorporators are J. M. 
Picker, V. A. Fried and L. W. Lu- 
kowski. 


CLEVELAND, O.—David Levy of New 
York has leased a store unit in the 
Bulkley Building, Cleveland, for a shoe 
store, with a six-year lease on percen- 
tage, with $60,000 minimum guarantee 
for the term. 
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The patented Throat Opera 
IN-STOCK - ALL LEATHERS 


M. J. SAKS SHOE CORP. 


152 Duane St. New York City 


Wooden Sole Shoes 
WOOD SOLE 


“PUDDLE JUMPERS” 


Taking the Country by Storm 


New 
Step-in Sabots — Summer Sandals — 
Pantoflettes—with 

“PERFECT ROCKER" WOOD SOLES 

Priced from $1.25 to $2.25 

Beautifully designed — carefully made — 

ve fitting. 

ou will profit by our 55 years of building 
the best Wooden Sole Shoes —and now 
“PUDDLE JUMPERS.” 

Prompt delivery 
REECE WOODEN SOLE SHOE CO. 


COLUMBUS, NEBRASKA 


Coward to Continue to 
Combine Style with Comfort 


New York—At a recent cocktail 
party in their downtown store, the 
Coward Shoe Company showed their 
Spring line to the press. The variety 
of smart models on display proved how 
successfully these time-honored manu- 
facturers of health shoes have adapted 
up-to-the-minute styles to their scien- 
tifically designed lasts. 

Leading style ideas include open toes 
—only one with open back—favorite 


mesh; and interesting variety of ma- 
terials—patent leather, calf, kidskin, 
mesh and gabardine. Popular colors 
are blue, Colonial Copper Tan, wine 
and black. Nailheads studding plat- 
form soles are an outstanding style 
note. 

The three leading patterns are 
“Spats” in three combinations: black 
patent and gabardine (elasticized) with 
open or closed toe, blue calf with elas- 
ticized gabardine, and Colonial Copper 
Tan calf with elasticized crushed kid; 
“Minuet” in calfskin with an elasti- 
cized mesh insert over the instep; “La- 
goon,” an open-toed oxford-in black 
patent or Cranberry Red or Coloniai 
Copper Tan calf. 

A new line for the growing girl, 
called “Sub-Debs,” and specially priced 
at $5.95, includes some very attractive 
models with 12/8 covered heel. 


Hoague-Sprague Moves 

Lynn, Mass.—Hoague-Sprague Corp.. 
makers of boxes for shoes, started re- 
cently in their new quarters in the 
Hilliard & Merrill building at 130 
Eastern Avenue, to which they have 
moved their machinery from the plant 
at 528 Broad Street. 

The Gold Seal Shoe Co., who for- 
merly occupied the Hilliard & Merril! 
factory, are now in Boston. 

Hoague-Sprague business dates back 
100 years to the time when leaders in 
footwear began to cease packing shoes 
in barrels, like flour, and started te 
pack them in cartons. 
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for youngsters 


Back of these superlative little shoes is an 
organization of specialists who know a great 
deal about the shoe requirements of grow- 
ing feet. Lasts, patterns and construction 
have been developed with the cooperation 
and approval of leading medical men. Whee 
you sell these best-known little shoes you 
sell fit, comfort and satisfaction that bulld 


business. 
MRS. DAY'S 
IDEAL BABY SHOE CoO. 
DANVERS, MASS. 


Record Attendance at Buffalo Show 


Business on Par with Previous Shows Staged in Buffalo 
—Growing Confidence Felt for Coming Season 


Interested participants at the Buffalo Show were, left to right: Louis Rubin. 
committee 


chairman of exhibitors 
tailers’ Association; Benjamin 


3 George L. Seifert, director, Buffalo Shoe Re- 
Etkin, president, and Herman 


Meyer, director. 


Burrato, N. Y.—Growing confidence larger number of exhibitors and a 
patterns of the current season such as_ in the business picture was reflected at greater attendance of retailers, exceed- 
the Dutch and spat types; elasticized the two-day Shoe Style Show at ing all past records, and with a volume 


treatments of leather, gabardine and the Hotel Statler, March 5 and 6, by a of business that in most cases measured 
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up equally well or better than at previ- 
ous exhibitions. 

So satisfied were the exhibitors with 
the results of the show that they unani- 
mously decided to stage a “White Shoe 
Show” at the same hotel on April 23 
and 24. 

The troubled labor conditions in some 
shoe manufacturing centers and re- 
tarded deliveries, as well as low stocks 
in the hands of the trade and a grow- 
ing demand, were the factors generally 
advanced as the cause for the greater 
number of orders written. While some 
exhibitors said that they did not have 
as large single orders as at some of the 
previous shows, the orders were scat- 
tered for smaller amounts among more 
retailers and their total, as a rule, was 
as large or larger than before. This 
show was different from preceding ones 
in that exhibitors were busy both days 
writing orders, the bulk coming on the 
first day. Nearly every section of New 
York state outside of the Metropolitan 
area was represented among the visit- 
ing retailers and there was a fair 
sprinkling from Toronto and other 
points in the Province of Ontario, Can- 
ada, and also from Pennsylvania. 

The Buffalo Shoe Retailers Associa- 
tion supported the show and was well 
represented by President Benjamin 
Etkin and the principal officers and di- 
rectors at the show. 

Open work predominated in the 
newer samples of women’s shoes, with 
open heels and toes. Toe-less shoes 
for children appeared to a much lesser 
extent. There was the usual variety of 
colors in general lines of women’s shoes, 
the newer and more popular shades be- 
ing marine blue, claret colors, Japonica 
tans, red earth colors and the usual 
whites in a wide variety of designs. 
Beach sandals were more colorful than 
last season. 

Wedge heels, which last year, were 
few in number, appeared in greater 
number, particularly directed for use 
by high school girls who like them. In 
leathers for women, there was much 
woven or interlaced samples which were 
in good demand. Some women’s shoes 
were shown with crepe soles but as a 
general thing these soles were shown in 
greater number in men’s shoes. T- 
straps for children, 12-years and over, 
appeared. 

In men’s shoes, the number of de- 
signs were much less than in women’s 
shoes and the style factor was not so 
predominantly emphasized as were 
craftsmanship and price. Some of the 
newer styles were shoes finished in the 
color of natural leather, antique fin- 
ishes and by the use of tan mesh cloth 
with brown leather wing tips. Open 
shoes seemed to be more popular than 
ever. Men’s shoes with a goring in the 
side and imitation lacing, permitting 
the shoe to be easily slipped on, excited 
quite a little interest. 


Riggin to Manage Store 
Fort WAYNE, INp.—L. M. Riggin has 
been appointed manager of the Ground 
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ST. LOUIS 


. 


A truly air conditioned shoe made of a new 
over a medium toe last. Seven iron oak 


WINTHROP’S 
KOOLFLO 


The Ventilated Shoe 


ANOTHER 
WINTHROP 
ORIGINAL 


. 


pe of ventilated leather 
le and rubber heel. 


Devon Last 


83640—Natural Ventilated and Custom Brown Calf. 
93640—White Ventilated and Custom Brown Calf. 
A 7-12, B 7-12, C 


Terms 5%—30 Days, f.o.b. St. Louis 


WINTHROP SHOE COMPANY 
DIVISION OF INTERNATIONAL SHOE Co. 


. $3.90 


MISSOURI 


Gripper Shoe store, 919 S. Harrison 
Street. Mr. Riggin has been in the shoe 
business for many years and is a for- 
mer resident of Van Wert, Ohio. He 
has recently been engaged in the man- 
agement of shoe stores in Chicago and 
St. Louis. 


College Girls Hostesses 


At Store Opening 


ABILENE, TEXAS—Margo’s, new shoe 
store with J. M. Lairsen as manager, 
opened here recently with unusual 
showmanship at the corner of North 
Second and Pine streets. 

For the opening event, there were 
school beauty hostesses from each of 


the three Abilene colleges and one 
from Abilene high school. Native 
Texas flowers were distributed to all 
visitors by the hostesses. 

The store has no square corners but 
all curves. Lower walls are pink, up- 
per walls and ceiling being pale yellow. 
A handbag shop is located at the en- 
trance left with new Spring handbags 
displayed on an oval-shaped, tiered 
counter. 

Thick blue carpeting covers the shoe 
fitting-room. Full-length mirrors en- 
hance the back walls. 

J. Lynn Metcalfe, formerly of San 
Angelo, Tex., is assistant manager. 
Frank Cockerell is sales manager with 
a staff of some 15 employees. 
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Work Shoes 


STEEL TOE 
SAFETY SHOES 


ond 
POPULAR PRICED 
WORK SHOES 


Carried in Stock 


COMPANY 
MADE Holliston, Massachusetts 


Bowling Shoes 


PROFESSIONAL 
BOWLING SHOES 


Nurses’ Shoes 


—_ 


Flexible, Shape Retainin 
NURSES" OXFORDS 


Made on the 
NEW OSCO 
SUPER PLIABLE 


Process 
IN-STOCK 


Owens SHOE Co. 
28 Goodhue St., Salem, Mass. 


Official Opening of American Leathers 
and Style Conference for Fall, 1939, 
Waldorf-Astoria Hotel, New York 

March 27, 28, 1939 

Monthly Shoe Buyers’ Days, — 
Shoe Travelers’ Assn.. Hotel M 
rison, Chicago, Ill. ..March 27, 28. 1939 

Fall Opening Shoe Fashion Guild of 
America, Hotel Biltmore, New York 

May 9, 10, 1939 

South Atlantic Shoe Show, Hotels 

and Selwyn, Charlotte, 
May 15,-26, 17, 1939 
Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 
May 21, 22, 1939 

Southwestern Shoe Travelers Associa- 
tion Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 

May 28, 29, 30, 31, 1939 
20th Annual Boston Shoe Fair, S:atler 
and Copley Plaza Hotels, Boston, 
Jan. 5, 6, 7, 8, 1939 
Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
lowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
June 11, 12, 13, 1939 
Annual Convention, California Shoe 
etailers Association, Hotel Bilt- 
more, Les Angeles, Calif. 
June 12, 13, 14, 1939 

Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

Jane 18, 19, 20. 1939 

Michigan Summer Shoe Fair, Pant- 
lind Hotel, Grand Rapids, Mich. 

June 25, 26, 27, 1939 

Pennsylvania Shoe Travelers Associa- 
tion Tri-State Shoe Mart. William 
Penn Hotel, Pittsburgh, Pa. 

July 9, 10, 11, 1939 

Charlotte Shoe Show, Hotels Char- 
lotte and Selwyn, Charlotte, N. C. 

July 9, 10, 11, 12, 1939 


National Industrial Stores Associa- 
tion Convention, Lord Baltimore 
Hotel, Baltimore, Md. 

July 24, 25, 26, 1939 

Annual Convention New York State 
Shoe Retailers Hotel 
Seneca, Rochester, 

ome Big 10, 11, 12, 1939 


Official Opening of American Leathers 
and Style Conference for Spring, 
1940, Waldorf-Astoria Hotel, New 

York September 18, 19, 1939 


HESE healthful, perfect fitting shoes lay 
the groundwork for a profit making chil- 
dren's shoe business. Write for catalog of 
styles ready to be shipped the same day 


F.S. ELAM SHOE CO. 


20 CLINTON AVEN ROCHES 


CLEVELAND Krohngold Shoe 


HICAGO: Harper G Kirschen Shoe Co 


Trade Literature 


New Brown Catalogs 


Brown Shoe Company has introduced 
interesting changes in their catalogs 
this season. Instead of issuing one 
large catalog covering all of their in- 
stock styles for Spring and Summer, 
the company has put out two smaller 
size booklets, one devoted to women’s 
and children’s shoes, the other showing 
the lines of the United Men’s Division, 
including Roblee, Buster Brown and 


Brownbilt shoes for men and boys. The 
new size catalogs are convenient, easy 
to handle and easy to file, and both are 
attractively printed and illustrated in 
colors. Fine quality coated stock is 
used and the books are spiral boound. 

The front section of the men’s and 
boys’ catalog is devoted to the new 
Roblee line of fine men’s shoes for 
Spring and Summer. This section is 
noteworthy for its striking pictorial 
treatment, the large four-color process 
illustrations of the shoes standing out 
in bold relief against novel back- 


grounds. The frontispiece carries “A 
Plain Story to Shoe Men” carrying the 
signature of John A. Bush. 


New Catalogs Received 


Several new catalogs have been re- 
ceived at the New York office of Boor 
AND SHOE RECORDER. Among them is 
one from Irving Drew featuring their 
Arch Rest line for Spring and Sum- 
mer, 1939. Profusely illustrated, the 
book has a buff color with a line cut of 
a woman’s head and an orchid in color, 
attractively arranged on the cover. 
Also received was the Gilbert Shoe 
Company Kali-steniks catalog with a 
cover of grey and blue in an attractive 
weave-like finish. 


Shoe Man Heads Hiking Club 


BuFFraLo, N. Y. — Joseph M. Dean, 
popular salesman in the Koch Shoe 
Store, is president of the Buffalo Hik- 
ing Club, which is making quite a name 
for itself among the “hobby” organiza- 
tions of the city. This club was organ- 
ized in 1937 as the South Wales Hiking 
Club but this year is taking in larger 
territory. John N. Mueller, another 
shoe man and local manager for the 
Brownbilt Shoes, is chairman of the 
social committee. Twice a month the 
club charters a bus which takes the 
members to the hills and woods. The 
club now has over 100 members. 
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HE THOROUGHLY ESTABL 


ISHED LINE 


SOLD FOR NEARLY A 
WHITTEMORE BRIS. 


UNION MADE. 


SELL A FEATURE CUSHION SHOE 
that Builds and Holds Business 


NU-MATIC SHOES ARE 


HOMEYCOMS 
PONG RUBBER THAT 
ASSURES COMPLETE 
VEMATON 


VENTILATED 


AMT Ag 
TION 


NEW SPRING VOOR MAR LESS HEEL 
AND ELASTICITY 
Every ster 


CENTURY 


The RIGHT FEATURE cushion shoe which has undergone the 
acid test of several years manufacture will produce REPEAT 
PROFITS for you. 
“cushion” and “nail-less” features are virtually non-competi- 
tive. Send for our Catalog of Men's Shoes. 

Beware of Imitations. 


NAILLESS 
CUSHIONED SHOES 


Exclusively Manutactured by Rohn Nu-Matic Shoe Mig. Co., 512 W. Florida SL, Milwaukee, Wis. 


Nu-Matics with their patented, scientific. 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Un Matic 


May Co. Displays 
“Autographed Foot Fashions” 


Los ANGELES, CALIF. — Each year, 
The May Co. shoe departments under 
the general management of shoe mer- 
chandiser Joseph H. Ferguson, devote 
one entire side of their store to shoes. 
This year, eight great windows of this 
well known department store were 
dramatized with the theme of “Auto- 
graphed Foot Fashions.” Backing up 
this tremendous window display were 
half-page advertisements in the local 
papers, the copy of which reads, The 
May Company Shoe Salon leads the 
Easter Parade with Autographed Foot 
Fashions. We lay the Spring panorama 
of significant footwear at your feet. 
Autographed with famous names that 
only go on masterpieces . . . these fine 
shoes are all May Company’s exclusives 
.. . 45,000 pairs—500 styles to superbly 
fit the occasion and your budget. Prov- 
ing again, “your best chance of finding 
everything in season’s smart footwear 
is at The May Company.” 


Hanson Heads U.S.M.C. 
of Canada 


MONTREAL, CAN.—United Shoe Ma- 
chinery Company of Canada, Limited. 
announces that Leonard W. Hanson 
has been appointed a vice-president of 
the company and appointed general 
manager. Cornelius U. Tirrell has been 
appointed assistant general manager. 


Shoe Production Showed 
Drop for 1938 


WASHINGTON,: D. C.— Figures just 
released by the Bureau of the Census, 
Department of Commerce, on shoe pro- 
duction for 1938, shows a total produc- 
tion of 390,746,226 pairs, which figure 
represents a decrease of 21,222,554 
pairs or 5.2 per cent from 1937. 


PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


of rane 


|_| 


| 


The production of misses’ and chil- 
dren’s shoes showed an increase of 0.7 
per cent; athletic shoes, 4.6 per cent; 
footwear with all-fabric uppers, 4.8 per 
cent; and beach sandals, 14.4 per cent. 

The following decreases in produc- 


tion were shown by the report: Men’s 
dress shoes, 7.3 per cent or 5,688,024 
pairs; men’s work shoes, 2.1 per cent 
or 546,914 pairs; women’s shoes, 1.3 
per cent or 1,919,749 pairs; youths’ and 
boys’, 2 per cent or 344,379 pairs; in- 
fants, 6.5 per cent or 1,470,796 pairs; 
part-leather and part-fabric, 41.3 per 
cent or 6,003,983 pairs; all leather slip- 
pers and moccasins, 16.7 per cent or 
5,806,781 pairs; part-leather and felt 
slippers, 10.2 per cent or 3,569,099 
pairs, and all other footwear, 35.5 per 
cent or 772,157 pairs. 

January, 1939, presents a somewhat 
different picture with a total produc- 
tion figure of 33,526,679 pairs which is 
an increase of 11.8 per cent over De- 
cember, 1938, and of 30.4 per cent over 
January a year ago. Substantial in- 
creases are also shown in practically 
all lines of footwear for the month. 


To Judge “Miss Spring” 
Contest 


HARRISBURG, Pa.—Three local shoe 
merchants have been named as mem- 
bers of a committee for a “Miss Spring” 
contest to be held during March in con- 
nection with the formal opening by 
merchants of the Spring season in 
Harrisburg. 

They are: Benjamin Cantor, owner 
of Cantor’s Shoe Store; V. L. Morris, 
manager of the Walk-Over Shoe Store, 
and C. B. Rodney, proprietor of the 
Rodney Shoe Store. 
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Job Lots 


CASH IN ON JoB LOTS 


Every Pair Fresh, Perfect and Timely 


BARIS SHOE CO.., Inc. 
79-81 Reade St. New York City 


Soles and Heels 


No Spread, No Curl, No Bulge 
METAL FLEX Soles and Heels 


Flexible metals cut through: Water, 
Olt or Grease. 


THE LITHOX conp. 
WAPAKONETA, U. &. A. 


Slippers 


Cohen Joins Smith Brothers 


Harrispurc, Pa.—Joseph Cohen, 
manager and expert fitter for more 
than fifteen years of The Booterie, a 
well-known New York shoe shop, has 


Mr. Cohen, a graduate of Dr. Scholl’s 
School of Chiropody, will serve the com- 
pany both in an executive capacity and 
on the sales staff. 


Obituaries 


Robert Rosenzweig 


OmAHA, NEB. — Robert Rosenzweig, 
president of the Drexel Shoe Company, 
who for more than 50 years carried on 
a large retail shoe business in the same 
business block, died at his home recent- 
ly, two days after his 79th birthday. 

Born in Burling- 
ton, Iowa, Mr. 
Rosenzweig as a 
boy moved with his 
parents .to Ne- 
braska City, and in 
1867 to Omaha. 
After service with 
other stores he and 
the late John C. 
Drexel founded the 
; Drexel Shoe Com- 

pany and started 
Robert Rosenzweig business at its 
present location. 

Mr. Rosenzweig had been a director 
of the Associated Retailers since its be- 
ginning, and had served as president. 

Surviving are his widow, Katherine; 
daughters, Mrs. Charles Rice and Miss 
Lillian; sisters, Mrs. Jennie Baxter and 
Mrs. George Schroeder, all of Omaha; 
and two grandsons. 

Funeral services were held at Cros- 
by-Carlson-Meyer chapel with Christian 
Science Reader George Magney in 
charge. Burial was in Forest Lawn 
Memorial park. 


Charles H. Webb 


Geneseo, N. Y.—Charles H. Webb, 
74, died recently, following a heart at- 
tack. He had been a successful shoe 
merchant here for the past 42 years 
and his was the oldest business in town. 
The funeral was attended by a large 
gathering of business men, shoe travel- 
ing men and Masons. The latter as- 
sisted in the services, which were under 
the supervision of the pastor of the 
Presbyterian church, of which Mr. 
Webb was a member. 


Gilbert Christoffersen 


CHATHAM, Micu.—Gilbert Christof- 
fersen, 85, early-day Rhinelander, Wis., 
business man, died recently here. Mr. 
Christoffersen and his brother, Andrew, 
while operating a mercantile business 
in Rhinelander, became famous 
throughout the North for their manu- 
facture of the shoe pack footwear, worn 
chiefly by woodsmen. The packs were 
hand-made and frequently orders for 
them were so heavy that the brothers 
were unable to fill them. Survivors 
include a son and three daughters. 


C. H. Conrad 

Crry, Inp.—C. H. Conrad, 
35 years old, Fort Wayne, Ind., shoe 
store executive, was killed in a head- 
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on automobile collision in a dense fog 
near here. Two men riding in the 
other car were seriously injured. Con- 
rad, en route to Fort Wayne, had just 
gone around a transport truck shortly 
before the crash occurred, authorities 
said. The truck driver ditched his 
heavy load of machinery to avoid col- 
liding with the wreckage. 


Mrs. Albert H. Weinbrenner 


MILWAUKEE, Wis—Mrs. Isabelle Gil- 
bert Weinbrenner, 74, wife of Albert 
H. Weinbrenner, president of the Al- 
bert H. Weinbrenner Co., shoe manu- 
facturers, died recently at her home 
here. Besides her husband she is sur- 
vived by two daughters, Mrs. Walter 
F. Kieckhefer, Milwaukee, and Mrs. 
George Barber, Birmingham, Ala., and 
five grandchildren. 


Edwin C. Jarvis 

In reporting the death of Edwin C. 
Jarvis in Boor AND SHOE RECORDER, 
issue of March 4, a typographical error 
changed the surname to Harvis. Mr. 
Jarvis, retired executive of the old 
Woodbury Shoe Company, passed away 
recently in Marblehead, Mass., leaving 
a widow, Mrs. Charlotte M. Jarvis, and 
two grandchildren, Virginia and 
Eleanor Keithley, of St. Paul, Minn. 


William H. Barr 


INDIANAPOLIS, IND.—William H. 
Barr, retired local shoe merchant, died 
recently in his home. He was 75 years 
old. He operated a shoe store at 404 
East Washington Street 43 years, re- 
tiring five years ago. He was born in 
Quebec and came here in 1890. Two 
daughters and a son survive. 


First Floor Move 


Boosts Business 


Fort WortH, Tex.—A. E. Newton 
has moved his Texas Foot Comfort 
Shop from the tenth floor to the first 
floor of the Sinclair Building at Fifth 
and Main Streets, Fort Worth. This 
place specializes in Dr. Scholl’s foot 
aids. Mr. Newton reports a business 
increase of 50 per cent since his shop 
was moved downstairs to the ground 
floor of the building. 


Senack Opens New 
Department 


Des Motnes, lowa—The Senack Shoe 
Co. of St. Louis, Mo., has opened a 
shoe department in the Davidson Store 
as part of the newly installed women’s 
wear department. The Davidson store, 
Iowa’s oldest furniture store, expanded 
its field by turning the entire second 
floor into a ladies’ ready-to-wear shop, 
and held its formal opening March 1. 
Leo Moss, of St. Louis, is manager of 
the shoe department. 
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Wt SOLE STITCHING 
MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Everyone Passing 
is a Possible Prospect 
SELL THEM 


E 
DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 
ARE NOW 1 4 
READY snappy and informative selling messages Pi 
each month for men's, women's, children's shoes, 
The January price ticket is in women's hosiery, store service, fitting, quality, styles. ‘i 
white, gold, and green, and has Single cards, 60c each—without text, 35¢ each 
adequate space for wording or (PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


stock number. 


Freshen up your New Year win- ATTRACTIVE HAND LETTERED PRICE TICKETS 


dow display with harmonizing In popular denominations and blank. Samples of in-stock 


show cards and price tickets. tickets available. 
The January show cards are WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 


now ready in an attractive and CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 

seasonal design in shades of qe 
bts, end quid cn witte MERCHANDISING AIDS 

background, and bear mes- 

sages pertaining to style, qual- 

Powy ( Li Polly Clips 

for Price For Price Tickets—Adiusteble 


—Tilt at any angle. 


Natural wood finish or 

ers 

take ony size card, ond 

harmonize with the finest ; 

window display fixtures. 


To display arch, branded, and 
fibre-sole shoes. Always re- 


mains in upright position. 
$1.65 sessensé 


re) 
Fx 
ted 
a 
a 
“c 
Des 
Horper. 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are olstainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling 
phrases, or blanks. 


printed or blank) $2.00 
printed or blank) 1.10 
printed or blank) .. 0.25 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
$5.00. 


12 dozen 
6 dozen 
| dozen 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchent in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and displey suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank Hohote, harmonizing with the current month's cards. 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 


BLANK 


MONTHLY TICKETS 


SERVICE HOLDERS 


No. |! $5.00 6 100 


No. 2 


4.00 4 ‘00 


No. 3 


3.00 


. 
‘ 
. 
. 
. 


(Cross out 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


We sell Men's, Women's, Children’s Shoes and Women’s Hosiery. 
quantities and denominations: 


subscribers 


. per year, payable 
be drawn on 


per month. For 


foreign 


STORE NAME 


exchange. 
additional for 
deliv- 


month 


QD 


card holders. 


we agree to pay $1.00 


FOR ANNUAL SHOW CARD SERVICE 


For this service we will pay 
service, 5% discounts. Checks 
if for any unforeseen reason 


we wish to discontinue ser- 
vice before expiration of or- 


cash in advance, full year’s 
ered, and agree to return the 


each month's service 


from 
must 


der, 
per 


No. 4 


DEPARTMENT 


FOR ITSELF + IN 
INCREASED 


CHICAGS 


i 
: 
i 
if 


«+» Consisting 


card hold- 


ers (with the first month's 


service), 


. Cards, and 
. blank tickets each 


per fifty, additional. 


“C” White board. “I” Shell pink 
Design in bright beard. Design in 
blue. purple ard yellow. 


Please enter our order for the 
Recorder “Selling Messages,” 
beginning with March 
continuing monthly for one 
year, for Card Service No. 
PRINTED TICKETS, at 35¢ 


SIZE: « 24%"—Prices on opposite page. 
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SALESMEN WANTED POSITION WANTED | POSITION ‘WANTED 


FOr outstanding line of 2 to 8 stitchdowns. 
Must have following in volume business 
among chains and jobbers. Address $160 care 
Boot & Shoe Resonter 23 239 West 39th Street, 
New we 


AN pecan ‘sideline of children’s Good Year 
Welt shoes carried in stock for Michigan 
and Ohio. References must accompany - 
letter, otherwise it Ps be ignored. Addres: 
$157, care Boot & Shoe Recorder, 140 Federal 
St., Boston, Mass. 


SALaeus Side line Snappy Slippers, Beach 

hoes, Stitchdowns and prewelts In-Stock. 
Commission Basis. Full first letter. 
Address 2161, care Boot & S ame 239 


West 39th Street, New York, N 


WANTED. road men for Missouri, Oklahoma, 
Kansas, Texas, Louisana. Prefer men with 
— line experience. Old established house 

ddress £162, care Boot & Shoe Recorder 208 209 
South State ‘Be, Chicago Illinois. 


WANTED. Salesmen for the States of Cali- 
fornia, Oregon and Washington, on straight 
shoes, can be ca a side line. NORTH 
LEBANON SHOE FACTORY, Lebanon, Pa. 


LINE WANTED 


Who wants more business 
from New York City? 


care of BOOT AND SHOE RECORDER, 
239 West 38th St., New York City 


and sell. 


UNUSUAL SALES PRODUCER AVAILABLE 


With an unusual background of manufacturing, management and selling this man 
has achieved success thru originating new styles, thru 
usual footwear to the finest trade in the country, thru complete knowledge of 
markets and large personal following and thru the acuteness that comes from 
contact and acquaintance with the sources of new things in footwear. 
like to be responsible for sales of a reputable factory, he can design, manage sales 
He knows how to get results economically and sanely. 
perience assures complete understanding and full cooperation. 
Address $152, Care BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 


ising un- 


He would 
His broad ex- 


XPERT shoe man, 
E 


known shoe expert in Euro Understands 
some English. ‘Address Box #16 163, care Boot & 
Shoe a 239 Wear 39th Street, New 


'APABLE Shoe man desires 
or Salesman—15 


years 
well New York Chain Stores. 
knowledge of Shoe Store Operation. Will ac- 
cept out of town offer. Married, Age 32—Ref- 
erences furnished. Heman Lacoff, 1903 Ocean 
Ave., Brooklyn, New York. 


WouLp like to connect with Department 
Store or Jobbing House. Have pk years’ 


of y in buying and Ste Ad- 
dress $158, care & yo. 239 
39th Street, New You's 


EXPERIENCED Shoe man and Manager 
wishes to connect with a reliable firm. Best 
Address, 1822 Broadway, Balti- 


CORRECTIVE SHOES—RETAIL. . Have 

you a store which is a problem? I offer 27 

— of successful active experience, I have 

some of the most important stores in 

New ork, Washington, D. C., Det 

With proper co-operation and 

your store from a liability to an asset; 7—I a 

45 years of age, energetic and health Ry ta 
anywhere, available 1 Cre- 

Sentials, moderate salary. Address $ 

Boot & Shoe Recorder, West 39th Street, 

New York, N. Y. 


ACK K MANBEIM, WINDOW, w TRIMMER, 
INVITES You 1 TO VISIT 
HIS SIX COMPLETELY TRIMMED WIN- 
DOWS IN THE SHOWROOM OF DO 
TOWN DISPLAY CO., 136 WEST BROAD. 
WAY. NEW YORK. LET’S MAKE 


WANTED TO PURCHASE 


LA ARGE MANUFAC. 
UN. Ri 


NEW YORK, N. Y 


WorK Shoe Factory or be Distributor. Lo- 
cation New Georgia. R. Ratliff, 
607 Sth Ave., New York Ci 


GHOE store in Florida. State yearly business, 
amount of stock, makes of shoes, price, rent. 
Address $159 care Boot & S 
W. 39th Street, New York, 


WANT to buy for cash Shoe Store doing about 

$35,000-45,000 — a ie Prefer town 
in Ohio, Ind., be isconsin. Please 
write to $155 care Mex’ & hoe Recorder, 209 
So. State St., Chicago, Tl 


BUSINESS OPPORTUNITY 


FOR rent or sale. Large desirable store cen- 
tral location operation, successful family shoe 


business thirty years, a. New Jersey. 
Inquire Harry Lander, 42 rch Street, New 
aven, Conn. 


address should be counted. 
The rate for all display 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In 


classified advertisements is $5.00 an inch with a maximum of 46 words. 
advance. 


SF Advertisements for this page must be in wur New York office on Friday of the week preceding publication “¥® 


advertisements. Mini- 
Minimum charge, $1.25. 
all other cases each word of the 


detail in the manu- 
facture of shoes, recently arrived in America 
ie seeks connection with reliable shoe manufac- 
Mi turer. 25 years’ successful experience in 
: : styling, factory management and expert last 
ce making. Possesses unique system for speedy 
er : production. The most recognized and widely ESTED SECURING CONTROL O 
TORY IN NEW ENGLAND MAKING 
LADIES’ SHOES ON CEMENT PRO 
BUYING OUTRIGHT OR AFFILIATING 
a FINANCIALLY. PLEASE REPLY STAT- 
Cen DAILY, ALSO OTHER PARTICULARS. 
| ADDRESS $127, CARE BOOT & SHOE 
RECORDER, 239 WEST 39TH STREET, 
He To a factory who wants more business in 
New York and its environs I can offer 
te: / experience, contacts, and the finest follow- op 
oy ing with all types of stores. I want to 
ee represent a line that can be successful, I rec 
— I do not want a line that holds am: Be 
out house accounts. Commission payment 
> is satisfactory. If you want top grade iti A cus 
representation, write to of 
the 
wo 
ee XPERIENCED Shoe Salesman, 22 = 
on 
Women’s or Men’s $4.00—$5.00-—$6.00 Re- Jac 
tailers or Child’s Welts for ew York to box 
Albany “and the’ State of ‘New Jersey. Will 
— furnish the highest references. $165, of 
Pik | care Boot & Shoe Recorder, 239 W. 39th Street, for: 
ee New York, N. Y. PROFIT and opportunity unlimited on my 
unique method i baby shees into 
Book Ends and Instructions age 
FOR SALE — very reasonable. ‘rite—M. ‘atson, Belle. Mo 
me = FAMILY shoe store located in medium sized Yor 
ses town in Indiana doing eg business. cam 
Sickness retirement. Ad- Bee 
7 dress gise care Boot & Recorder, 209 So. is it 
State St., Chicago, Ill. 
thir 
| | T 
excl 
way 
men 
an ¢ 
Aver 
rect 
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FOR RENT 


MERCHANTS’ NEEDS 


WANTED TO PURCHASE 


WE BUY 
Entire — Wholesale and 
Stocks. “sien randed Shoes such 
Florsheim, 7% Vital 

" Preserver, Queen Quality, Bos- 
tonia , Red Cross, -Bush, Ete. 
IRVIN RUBIN 
“The House of Jebe”’ 


mene St., Cor. Church 
Phone Barclay 7-7887 New York City 


Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 


SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5181 


Sport Stars at Shoe 
Store Opening 

BuFrraLo, N. Y.—A new note in the 
opening of new shoe stores was struck 
recently when luminaries of the sport 
world were assembled at the new A. S. 
Beck Shoe Store, 361 Main Street, and 
customers were given the opportunity 
of chatting with their favorites. Among 
the well-known figures in the sport 
world present were: Ollie Carnegie, 
star outfielder of the Buffalo Bisons 
and a great favorite of baseball fans; 
Jackie Donovan, popular welterweight 
boxer; Cy Williams, former University 
of Florida football star; Joe Miller, 
former world’s match champion bowler. 

Charles S. Kestler, formerly man- 
ager of the Beck store at Main and 
Mohawk Streets, is the new manager 
of the store. Melvin H. Reese, New 
York City, buyer for the company, 
came to Buffalo for the opening. The 
Beck store at Main and Mohawk now 
is in process of modernization and will 
be complete about March 20, business 
going on as usual in the meantime. A 
third store is at 1004 Broadway. 

The 361 Main Street store will carry 
men’s shoes and accessories exclusively. 
The Main and Mohawk store will cater 
exclusively to women, while the Broad- 
way store will continue to retail both 
men’s and women’s shoes. 

The Main and Mohawk store will be 
an exact replica of Beck’s two Fifth 
Avenue, New York City, stores. Indi- 
rect lighting, air conditioning, acous- 


tical ceiling and individual parlor 
chairs, all are included. The color 
scheme is yellow and gray. A unique 
appurtenance will » 1 flesh mirror 24 
by 8 feet, which beautifies any object 
reflected in it. There will be a base- 
ment for special sales, enlarged to seat 
140 persons. 

Mr. Kestler, the new manager of the 
361 Main Street store, is a native of 
South Carolina and has been with the 
company for nine years. He was edu- 
cated in the Canton Actual Business 
College, Canton, O., and before joining 
Beck, he was a traveling shoe salesman. 

Other Beck executives here for the 
opening were Jack B. Kahn, New York 
City, general manager, and Lou Bert- 
man, in charge of window trimming in 
Buffalo and Detroit stores. 


Increased Interest in New 
Hosiery Colors 


CuHicaco—The prediction that there 
will be an increasing number of pairs 
of women’s stockings sold to match 
shoe colors during the coming Spring 
and Summer was one of the interest- 
ing style developments during the re- 
cent women’s, children’s, infants’ wear 
and accessories market conducted by 
the Merchandise Mart. 

Representatives of several of the 
nation’s major hosiery lines who sold 
Spring and Summer merchandise to 
buyers from all parts of the country, 
reported that there was a lot of in- 
terest manifested in the hosiery shades 
which have been created so that they 
expressly match the new shoe shades. 
Most popular of these were the bright 
blues, the deep wines and cranberries, 
and the earthy and Japonica versions. 
Several hosiery people stated that they 
expected this trend to rise as the new 
colors are shown. Several of the houses 
have already started to fill orders for 
some of the larger Chicago shoe re- 
tailers and are preparing high color 
lines of hose which exactly match their 
shoe leathers. 

In the volume selling, bright cop- 
pery tones for earliest Spring selling 
led the color parade. There was evi- 
dence of a definite swing to the beige 
tones and to sun colors as the season 
progresses. There also was consider- 
able interest and a number of inquiries 
for stockings with colored and other 
decorative treatment in the toes for 
wear with the open toe shoes. 


ANDERSO 


ACE 


Easy 
to 
Sell 


Self-A: 


SIZES FIT ALL SHOES 


Send for pair. 


R. ANDERS 
Arlington, 


Juvenile Shoe Promotion 
Proves Attraction 


HAZLETON, Pa.—“Buster Brown In 
Person” was listed as a headline attrac- 
tion during one of the promotions of 
The Leader Dept. Store, here. Eleven 
years old, Norvin McHose, was dressed 
in a complete Buster Brown costume, 
and distributed special Buster Brown 
souvenirs to all the children visiting 
the third floor Children’s Store of The 
Leader. On this floor, the Buster 
Brown Shoe Dept. is located and he 
spent considerable time in this section 
meeting and greeting boys and girls. 

This young fellow suited the char- 
acter perfectly. His radiant person- 
ality was evidenced at the very first 
glance, making a decided favorable im- 
pression with not only the children, but 
also the parents. Norvin is a member 
of The Leader Store Children’s pro- 
gram, a weekly presentation for the 
past six years. The advertising man- 
ager, Jack Narrow, points out that the 
character of the boy selected is the 
most important factor in selecting a 
Buster Brown. 

The Buster Brown suit, a bright red, 
seemed to appeal to every child. To 
those children, who did not know Bus- 
ter, he appeared to be the “real thing.” 
To his school mates and friends he 
became a popular favorite and it was 
learned that they affectionately called 
him “Buster Brown.” 

So successful was this promotion, 
The Leader decided to use him in their 
semi-annual Fashion Show. He also 
became a popular character in fourth 
floor Toyland the week before Christ- 
mas as an assistant to Santa Claus. 


Fivel’s Shoe Store Opens 


INDIANAPOLIS, IND. — Fivel’s Shoe 


Store has opened for business at 3316 
East Tenth Street in a modern store- 
room. A. Fivel, owner, has been in 
the shoe business twenty years in 
Richmond, Ind. Men’s, women’s and 
children’s shoes will be carried. 
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FROM CALIFORNIA 


The tide of color in sports- 
wear rises higher than ever this 
season! California and Florida 
windows are full of violets, 
chartreuses, fuchsias and ma- 
gentas . . . from Palm Beach 
to Palm Springs women are 
buying these colors and loving 
them. We prophesy volume 
for them this summer .. . and 
because we know everyone will 
want Cool-ees to match, we are 
ready with four swashbuckling 


“Shades of the Barbary Coast.” 


Pirate Purple, Buccaneer 
Blue, Green Gold, Barbary 
Rose—the purple, a true violet; 
the blue, soft and faintly warm; 
the gold, a vibrant chartreuse; 
the rose, a clear bluish red— 
here are the colors that will 
swing into summer. Their pop- 
ularity is assured, their promo- 
tional possibilities are endless. 
Stores are ordering their best- 
selling Cool-ee patterns in these 
new shades (not forgetting 
their staple navys, whites and 
tans in all the excitement) and 
planning windows and displays 
done with all the swaggering 
splendor of the Barbary Coast. 


Perhaps you have already 
received swatches . . . if not, 
write us and we will air mail 
you a folder showing the shades 
and suggesting color combina- 
tions. You'll want to catch the 
color wave and ride in on it! 


jeyce Inc. 


35 NORTH VERNON, PASADENA, CALIFORNIA 
MARBRINGE RUILBING, NEW YORK CITY 
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BOOTS AND SHOES 


BROOKS SHOE MFG. CO., Philadelphia, Pa. ........ 64 
BROWN SHOE COMPANY, St. Louis, Mo. .... 27 

CONFORMAL FOOTWEAR COMPANY, St. Louis, Mo. 61 
CURTIS-STEPHENS-EMBRY CO., INC., Reading, Pa. ..............0cccceeeneuee 47 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. ...... 10 
EASTERN FOOTWEAR CORPORATION, Dolgeville, a 
HOOD RUBBER CO., INGC.. Watertown, Mass. 14 
INTERNATIONAL SHOE CO. (Arch Type Footwear), St. Louis, Mo. ............ 59 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. ................ 2 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. ...... 62 
NATURAL BRIDGE SHOEMAKERS, Lynchburg, 2nd Cover 
REECE WOODEN SOLE SHOE CO., Columbus, Neb. ..... 62 
VIRGINIA SHOE COMPANY, Fredericksburg, Va. ....... 57 


LEATHER AND OTHER MATERIALS 


DEWEY & ALMY CHEMICAL sabe Front Cover 
ENGLAND-WALTON DIV. OF A LAWRENCE LEA. CO., Boston, Mass....... 54 
TAYLOR, THOMAS, & SONS, 8 
UNITED STATES RUBBER Lastex New York 50, 51 


MACHINERY, LASTS, MFRS." SUPPLIES, DRESSINGS, ETC. 


ARMSTRONG CORK COMPANY, Lancaster, Pa. 29 
3 


RIMA COND SOLE MEBL CO., Lamm, O. 
STEWART & POTTER CO., Brooklyn, N. Y. ............ 

UNITED SHOE MACHINERY CORP., Boston, Mass. .. 
WHITTEMORE BROS., Cambridge, Mass. ........... 


STORE EQUIPMENT AND FINDINGS 


71 
MOHAWK CARPET MILLS, tas 38 
PITTSBURGH PLATE GLASS CO., Pittsburgh, 11 
MISCELLANEOUS 
KIRGON-BLAGCHER CO., New York City. 71 


LEATHERS—SECTION TWO 


ALLIED KID CO., Boston and New York 108 to 111 
AMALGAMATED LEATHER COS., Wilmington, 104, 105 
AMERICAN HIDE & LEATHER CO., Boston, Mass. 123 
EAGLE. yA LEATHER CO., Grand Haven and Whitehall . 80 
EVANS, JOHN R., & CO., Camden, N. J. ....... , 87 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis. 90 
GUTMANN COMPANY, INC.,, Chicag 103 
HUBSCHMAN, E., & SONS, INC., Prihedelphia. Pa. 74 
LEVOR, G., & co. INC., New York 
MITCHELL & PEIRSON, INC., Philadeiphia, Pa. 73 
MONARCH LEATHER COMPANY, Chicago, Til. ........... ‘one 
NORTHWESTERN LEATHER CO. TRUST, Boston, Mass. .... AA chan 00 
OHIO LEATHER CO., Girard, O. .82, 83 
SLATTERY BROS. TANNING CO., Boston, Mass. 121 
SURPASS LEATHER CoO., Philadeiphia, RS 13, 116, 117 
YOUNG, RICHARD, CO., New York City ... 116, 117 
ZIEGEL-EISMAN CO., Boston, Mass. ... 116, 117 
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BARRMOOR « « DARTMOOR 
FAIR-MOOR 


A NEW COMFORTABLE GRAIN LEATHER 


MONTAN « « SARANAC « MONCO 
RUSSIA « « YUCATAN 
CORDO « WATERSHED 
FLANULBUCK « « LAMBUCK 

ON DISPLAY 


Waldorf-Astoria, New York 
March 27, 28 


BOOTH 13 


LEATHER COMPANY 
¥O BOSTON CINCINNATI 
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WHITE GLACE 
KID 


WHITE MELLO 
CRUSH KID 


WHITE MELLO 
PERLE KID 


WHITE CALF 


Safe Leathers! Sound Shoes! Certain Turnover! Sure Profits! 
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MITCHELL & PEIRSON will show, for the first 
time, a sensational new development in footwear 
leathers at the American Leathers and Style Con- 
ference for Fall 1939—Hotel Waldorf-Astoria, New 
York .. . March 27 and 28. 


VISIT BOOTH 43 
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OTTAWA 
PATENT 


FLEXIBLE INNER SOLES 


79 years tanning 
good Leathers 


BAGLE-OTTAWA LEATHER COMPANY 


TANNERIES AT GRAND HAVEN AND WHITEBRALL, MICHIGAN 


Distributors Located In: New York, 2 Park Av.; Chicago, 912 W. Washington Bivd.; San Francisco, 
615 Howard St.; Philadelphia, Nobt. D. Smith & Co., 325 Arch St.; St. Louis, G. T. Leavitt & Co. & 
Wm. M. Taggart Co., 1602 Locust St.; Boston, F. W. Dow Leather Co., 112 Beach St.; Los Angeles, 
Eagle-Ottawa Leather Co., 1012 Broadway Place; Portland, Eagle-Ottawa Leather Co., 1238 N. W. Glisan St. 
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EVERYONE has heard that old saying of the tanners 
that has been handed down through the centuries. And 
everyone who has had anything to do with shoemaking 
or shoe selling appreciates how true it is. 

Think of shoes, and one instinctively thinks of 
leather, or vice versa, for the two really constitute 
different branches of one great industry, united by the 
ties of history, tradition and a common service to 
humanity. Shoes have been made . . . are being made 

. . of other materials than leather. But what other 
material has the same combination of qualities—Style, 
Comfort, Durability—in fact every essential needed for 
the making of perfect footwear? 

Here in America, where fine shoemaking has been 
carried to its ultimate degree of perfection, we might 
well go a step farther and paraphrase the old expression 
to say, “There’s Nothing Like American Leather.” Few 
people outside of the shoe and leather industries are 
aware of the tremendous strides that have been made 
in this country in recent years in improving the quality 
and beauty of leather. In research laboratories, uni- 
versities and schools of technology, as well as in the 
tanneries where leather is made, scientific study, analy- 
sis and the skill born of practical experience are being 
applied to the making of leathers that will not only 
serve their purpose better but also afford a greater 
degree of pleasure and satisfaction to the users of the 
products fashioned from them. 

By what stretch of the imagination could anyone, a 
few years ago, have conceived of a leather exhibition 
as an event which would command the interest of the 
world of fashion—nay, come to be looked upon as a 
style event of the first magnitude? That this has come 
to pass in America is a tribute to the progressive spirit, 
the skill and scientific genius of American leather 


ef 
American Leathers 


Waldorf-Astoria 
New York 


Mareh 27-28 


There’s NOTHING Like LEATHER 


manufacturers, whose leadership in producing the finest 
shoe materials anywhere in the world is acknowledged 
alike by the shoe industry and by the foremost style 
authorities. 


AND so the Official Opening of American Leathers to 
be held at the Waldorf, March 27 and 28, becomes an 
event of the first magnitude to shoe men everywhere. 
American manufacturers will gather here to see the 
new lines, to study the new Fall colors and to visualize 
their possibilities in terms of style and sales of shoes, 
both in sample room and at the fitting stool. Reports 
of the show will be carried by cable to distant parts of 
the world, for American tanners have attained a leader- 
ship which makes others strive to follow in their lead. 
The leather opening will set the pace for the Fall sea- 
son and point the way to progress and to profit. To 
its success, this season and for many seasons to come, 
this 12th Semi-annual Leather Section of Boot anp 
SHOE RECORDER is dedicated. 
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and KOZY CALF 


AFRICANA — #570 SABLE—#510 
(Portbrown) (French Cognac) 


GYPSY RED—#555 CATAWBA—¥#552 
(Bordeaux Rouge) 


GYPSY BLUE—¥#578 BURNT TOAST—¥#573 
(Parisian Blue) 


RED HENWA 
#572 


also 
COMPLETE LINE OF CALF PRINTS IN ALL FALL COLORS 
Baby Mexican Chamela Racer Baby Yucca Bayou Baby Ganges Ganges 
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» in LUXOR and 
DRESSYSPORT 


BRITAIN BROWN—#76 or #60 
BAROLO—#TI 
YORKTAN—#I0I 
CORDO—+#73 
PHEASANT TAN—#T4 
SCOTCH BROWN—#88 or #108 
TANWOOD—#I5I 
BRACKEN TAN —#498 
FRENCH COGNAC—¥#418 


THE OHIO LEATHER COMPANY Ginaanon, onio 
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PROMOTION OF COLOR 


TO 


Wemen’s Shoe and Leather Colors for 
Fall, 1939 


EIGHT official colors for women’s shoes have been 
adopted for Fall, 1939, by the joint committee of tan- 
ners, shoe manufacturers and retailers in cooperation 
with the Textile Color Card Association. The follow- 
ing coordination notes have been prepared to guide the 
shoe and leather industry in sales promotion of the 
Fall shades. 


TOWN AND COUNTRY COLORS 
FRENCH COGNAC (New Color) 

Lively new brandy tone, representing an important 
color trend here and abroad in the light golden or spicy 
brown family. Harmonizes with the same cognac range 
in textiles, as well as with brown henna, earth and spice 
shades, as cinnamon, and with burnt orange tones. A 
smart contrasting accent to the new Fall greens, includ- 
ing the bluish marine or sea tones, yellowish moss types, 


SELL MORE FALL 


SHOES 


almond and dusty olive jade or China tea shades. Also 
dashing with greys, beiges, and blues, including the 
greyish slate and greenish ocean varieties, as well as 
navy. 


PORTBROWN (New Color) 


Reddish brown of wine undertones, interpreting a 
smart new rendition of Fall brown for leathers. Keys 
with the same rich brown in costumes, as well as with 
maroon red, rosy tan or earth shades, raspberry, straw- 
berry and other mauvish or bluish rose and red tones, 
greens, medium blues or navy and greys. 


HARVEST WINE (New Color) 

Rich deep grape or purplish wine tone having high 
fashion prestige for wear with costumes in blending 
rose or wine shades, as the mauve raspberry, blackberry 
wine and Tuscan grape varieties, ashes of violet and 
other violine shades, greens, especially the bluish sea 
tones and greyish types, blues, greys and black. 


| [84] 
} 
= = L 
BUR 
Sn 
deser 
able 
caran 
or ye 
sports 
FAIR 
effecti 
henna. 
or bu 
shades 
RED 
A di 
family, 
in Par 
A accesso 
with gi 
pes, | 
NOTE: 
Fall an 
f 


BOOT anv SHOE RECORDER, March 18, 1939 


A Fashion and Merchandising Analysis 
of the Shoe and Leather Colors for Autumn, 1939 


by 


MARGARET HAYDEN RORKE 
Managing Director, Textile Color Card 


BORDEAUX ROUGE (New Color) 


Light animated red wine, for wear with many Fall 
costume colors, including blues, greens, beiges, greys, 
black and harmonizing rose or wine red shades. 


PARISIAN BLUE (Repeated Color) 


This successful lighter-than-navy tone of purplish 
cast retains acceptance for Fall as a complement to 


harmonizing blues, a wide range of red tones, includ- 


ing the brilliant military types, the rose gamme, espe- 
cially mauvish casts, beiges and greys. 


BURNT TOAST (New Color) 


Smart tawny or burnished shade in the important 
desert tan range. Complements costumes in the fashion- 
able gamme of cigarette and coffee tans, as well as 
caramel, honey or blond beiges and amber of golden 
tones. Also a new contrast to medium greens of bluish 
or yellowish cast, a wide variety of blues and animated 
sports colors. Particularly suitable for wear with 
casual town or sporty country clothes. 


FAIRWAY GREEN (New Color) 


A swagger Autumn green, especially smart with 
sports or country clothes and for casual town wear. An 
effective contrast to costumes in the entire range of 
henna, cognac and reddish or mahogany browns, tawny 
or burnt tans, vintage red or rose tones and purplish 
shades. May also be worn with harmonizing greens. 


RED HENNA (New Color) 


A dashing new leather tone in the reddish terra cotta 
family, reflecting the wide fashion recognition here and 
in Paris for this vibrant clay range in costumes and 
accessories. Worn with rosy henna shades, as well as 
with greens including the deep marine, olive or mossy 
types, blues, greys, beiges, lively sports hues and black. 


NOTE: Black leathers retain their usual importance for 
Fall and Winter. 


Association of the United States, Inc. 


Men’s Shoe Colors fer Fall, 1930 


THE following analysis of the nine colors chosen for 
men’s shoes for Fall has been issued to assist the men’s 
shoe industry in its merchandising. 


TOWN COLORS 


SCOTCH BROWN (Repeated Color) 


Volume shoe color for all types of leathers, in the 
accepted rendition of the popular whiskey brown family, 
which started with Bourbon several seasons ago. More 
important than ever for the Fall season, because it has 
perfect blending qualities with the dominant browns in 
men’s new coatings and suitings. It likewise serves as a 
good contrast to blues and greys. 


YORKTAN (Repeated Color) 


Light custom-tanned shade, steadily growing in favor 
as a basic leather color for those types of shoes which 
are hand stained to take on a darker, ruddier tone. 
Yorktan is much lighter than typical town colors for 
Fall, but it must be considered as an important addition 
to more neutral and darker shades, especially in semi- 
brogue and full-brogue patterns, where the perforation 
details emphasize the staining operation. 


BRITAIN BROWN (New Color) 


Medium tobacco type of brown in a new blending 
color for volume shoes, sponsored first in suitings and 
hats, and now growing in acceptance for town type 
shoes. This color is especially good in smooth and soft 
grain leathers for straight tip, wing tip and medallion 
tip formalized patterns. 


BAROLO (New Color) 


New wine brown in a lighter rendition than the typi- 
cal Cordovan shades, for smooth and grained leathers. 
While this color is not a volume type, it is newly em- 

[TURN TO PAGE 122, PLEASE} 
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George H. Mealley, The Ohio Leather Co. 


Joseph T. McCauley, Allied Kid Co. Daniel L. Gutmann, Gutmann & Co. 
Robert J. Mellin, A. C. Lawrence Leather Co. Frederick J. Blatz, Amalgamated Leather Cos., Inc. 


Frank H. Miller, G. Levor & Co. 


Agoos Leather Companies, Inc. 
Boston, Mass. 


Allied Kid Co. 
Standard Division, Boston, Mass. 
McNeely & Quaker City Divisions, 
Philadelphia, Pa. 
New Castle Division, New York, N. Y. 
Sterling Division, Wilmington, Del. 


Amalgamated Leather Cos., Inc. 
Wilmington, Del. 


William Amer Company 
Philadelphia, Pa. 


American Hide & Leather Co. 
Boston, Mass. 


Carl Antholz, Inc. 
New York, N. Y. 


Armous Leather Co. 
Boston, Mass 


PARTICIPATING TANNERS 
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TANNERS TO EXHIBIT 


Official Gpening ef American Leathers 


fer Autumn, 1939, at the W aldorf-Astoria, 


New Yerk, March 27-28, Will Feature 


New Coeolers and Finishes of Fifty-Nine 


Participating Tanners 


Exhibit Committee 
Tanners’ Council of America 


Chairman 


Milton Hubschman, E. Hubschman & Sons, Inc. 


Peter Baran & Sons, Inc. Brandt Leather Corp. 


Harrison, N. J. Norwood, Mass. 


J. S. Barnet & Sons, Inc. Burk Brothers 
Boston, Mass. Philadelphia, Pa. 


Barrett & Co., Inc. Ww. — & Sons of Maryland, 


Newark, N. J. Williamsport, Md. 


Lucius Beebe & Sons, Inc. Carr Leather Company 
Boston, Mass. Peabody, Mass. 


Beggs & Cobb, Inc. Colonial Tanning Company 


Benz Kid Co. Diamond Kid Co.. Inc. 
Lynn, Mass. Boston, Mass. 


Bissell Leather Co. F. C. Donovan, Inc. 
Peabody, Mass. Boston, Mass. 


Besse, Osborn & Odell, Inc. Donnell & Mudge, Inc. 
Boston, Mass. Solem, Mass. 
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NEW LEATHERS FOR FALL 


THE TANNERS COUNCIL OF AMERICA 
LEATHER SHOW - MAR. 27-28, 1939 


BOOTH LAYOUT — 


Dungan, Hood & Co., lnc. Hunt-Rankin Leather Company 
Philadelphia, Pa. Boston, Mass. 


Irving Tanning Co., Inc. 
Peabody, Mass. 


Eagle-Ottawa Leather Co. 
Grand Haven, Mich. 


John R. Evans & Company A. C. Lawrence Leather Co. 
Camden, New Jersey Peabody, Mass. 


S. B. Foot Tanning Company G. Levor & Co., Inc. 
Red Wing, Minn. New York, N. Y. 


A. F. Gallun & Sons Corp. Herman Loewenstein 
Milwaukee, Wisconsin New York, N. Y. 


Goniprow Kid Co., Inc. Malis Leather Co. 
Lynn, Mass. Philadelphia, Pa. 


Griess-Pfleger Tanning Co. Marcus-Forscher & Co. 
Boston, Mass. New York, N. Y. 


Gutmann & Company McNeely & Price Co. 
Chicago, Illinois Philadelphia, Pa. 


L. H. Hamel Leather Co. Mitchell & Peirson, Inc. 
Haverhill, Mass. Philadelphia, Pa. 


Thomas B. Harvey Leather Co. Monarch Leather Company 
Philadelphia, Pa. Chicago, Ill. 


Hiteman Leather Co., Inc. R. Neumann & Company 
West Winfield, N. Y. Hoboken, N. J. 


E. Hubschman & Sons, Inc. Northwestern Leather Co., Trust 
Philadelphio, Pa. Boston, Mass. 


The Ohio Leather Co. 
Girard, Ohio 


Paris Tanning Company 


Paris, Maine 


Charles L. Pierce, Inc. 
New York, N. Y. 


John J. Riley Company 
Boston, Mass. 


Fred Rueping Leather Co. 
Fond du Lac, Wisconsin 


Seton Leather Co. 
Nework, N. J. 


Samuel Shapiro 
New York, N. Y. 


Surpass Leather Company 
Philadelphia, Pa. 


Albert Trostel & Sons Co. 


Milwaukee, Wisconsin 


Verza Tanning Company 
Peabody, Mass. 


Winslow Bros. & Smith Company 


Norwood, Mass. 


Richard Young Co. 
New York, N. Y. 


a 
ame 
wee 
ACLawacece |Omono Auwen | PARIS | wee 
3 37 6 ss $3 s2 so 
a? “6 as 42 a ao 
NoaTH: 
J. Levoa 4 Gaus Sunpas. 
Proecen a | 
? 
Srarmo | Evans Braon | | RYounc 
Hooo Coss 
I: 29 | | | | 20 ne 
20 26 27 | 26 | 28 | | | 22 | 20 
mas. 
a Cas’ Ravn in ace 
an 
Eacut Il o ame 
Ortawa 
Matis | | peice | | Haver Mowancn | Benz 
d, 


... that means 


Gallun’s 


is the leather that sells your shoes 


Nes Calf | 


in men’s for. Fall: 
emphasis on comfort” 


“Freedom of the feet!” Men are insisting on it. 
And now more than ever, you win their life- 
time loyalty (to say nothing of their good 
hard dollars) when you meet their demands 
with shoes of rich, comfortable Cretan Calf 
and its companion vegetable tannages — hand- 
some Norwegian Calf in the “grains” and 
water-resistant Eskimo Calf. 

This “comfort business” got a flying start in the 
new sports and leisure shoes, which have been 
giving men a freedom they hadn’t enjoyed 
since their barefoot boyhood. Now it’s spread- 
ing to more conventional shoes, like the smart 


hand boarded groin — 
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Cretan Calf town shoes shown above. And 
that’s where these Gallun leathers lead the field. 
Their luxurious pliability, which delights the 
wearer from the start, lasts right through re- 
peated doses of rain and sunshine. They are 
relatively free from the shrinking and stretch- 
ing that occur in most leathers with wide 
changes in humidity. And there are no free 
acids to affect the health of sensitive feet. 
In making up your orders for Fall (or any 
other season) be sure to include the numbers 
in handsome Gallun vegetable-tanned leathers. 
A. F. Gallun and Sons Corp., Milwaukee, Wis. 
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In the photo at the left a spat 

pattern combining beige suede 

and black patent. The suede 

from the Sranpvarp Drtvision 

and the patent from the Sren- 

mc Division of THe ALLIED 
Ki Company. 


Below it a new wine shade iv 
combination of smooth ki: 
and kid suede. The smoot: 
leather from the New Casti: 
Divison and the suede from 
the Sranparp Division of TH: 
Attrep Kw Company. 
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C7777 CNMBINATIONS FOR SURFACE CONTRAST 


ASK any tanner, shoe manufacturer or retailer what 
will be the leading leather surface for early Fall shoes 
and he will give the same answer as last year and the 
year before and the year before that—Suede. There is 
something about its soft dull surface that every woman 
likes when Summer shoes begin to pall. She goes out 
and buys her first Fall shoe in suede for the same 
reason that she suddenly wants a velvet hat some hot 
August day when she is tired of Summer straws. And 
just as she chooses black for the hat, she will probably 
want a black shoe. As one retailer wisely remarks, 
“Black suede is always bigger than we expect.” 

After black, the wine family can probably be counted 
upon as a good second, especially as the season ad- 
vances a little and women get into dark suits and 
coats where they want a contrast in accessories. (Two 
wine shades—one light and red, the other dark and 
purple—are the official choice.) Here is also the place 
for some navy or lighter-than-navy shoes to wear with 
the Spring navy suit and with the popular pastel 
tweeds in blue, mauve and pink. The Textile Color 
Card Association has met this need for a blue shoe 
for Fall by repeating Parisian Blue on its Fall card. 


But the dark horse for dressy shoes this season is 
brown. The Association’s official choice provides two, 
the one in the gold or spice family, the other a dark 
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Above. A blue oxford with built-up leather 

heel in reversed calf, from Hunt-RanKkiIn 

LeatHer Company. Note small alligator trim- 
ming detail. 
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In the photo at the right, a 
dressy suede oxford in a new 
warm brown shade trimmed 
with rust colored smooth calf. 
From A. C. Lawrence LEATHER 
Company. And below it, an 
all black pattern with touch of 
patent leather to brighten the 
suede. From the Wi.iaM 
Amer Company. 


reddish brown with a wine undertone. Brown in sport 
and walking shoes is, of course, a staple, but brown in 
dressy types has been almost out of the picture for 
several years. There are several good reasons for its 
return this Fall. First is the increased interest in brown 
right now. From all over the country retailers report 
customer demand for dressy brown shoes. Women are 
realizing that nothing is prettier and smarter with 


many of the pastels, neutrals (especially beige) and 
bright colors in Spring fabrics. Since many of the 
same color families will be seen again in Fall suits and 
coats and since brown furs are slated to be even more 
important than a year ago, there is every good reason 
to expect a decided trend toward brown in dressy shoes. 


In walking and sport types, reverse leathers include, 
of course, the brown to rust family. (Red Henna is 
the new reddish terra cotta color recommended by the 
T. C. C. A.) Also the wines, some blues and a few 


greens. (Fairway Green is the new official color.) 


Above. A brown and rust combination in a 
walking type. The trim is in lighter tone 
grained leather. From Statrery Bros., Inc. 
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these pages Courtesy of 1. Miter, 

New York. 


in Smooth Surfaces and the New Grained Techniques 


THE story of kidskin, as illustrated in these pullovers, 
is twofold. Two kinds of surfaces—smooth or glazed 
and crushed or grained—make it practical for both 
dressy and low-heeled walking shoes. The develop- 
ment of the crushed surface for kidskin, thus turning 
it into a country type of leather, is part of the interest- 
ing story of this leather during the past few seasons. 

For the first Fall selling, suede will be as prominent 
as usual, but it is quite possible that more smooth sur- 
faces may sell at that time than in previous years. Pat- 
terns combining the two surfaces in one shoe may also 
be in demand. We have shown one pullover on these 
pages and six pullovers on the suede pages illustrat- 
ing this idea. 

The whole fashion trend toward the dainty and 
feminine in fashions gives the smooth kidskin shoe 
unusual promotional value. Draping, pleating, shirring 
and other new treatments and detailing continue to 
add richness and charm to the new Fall patterns. 


Pullovers in the photo above: a@ dressy pattern 

in smooth black kid piped in rust and per- 

forated in its elasticized area, from Surpass 

LeatHeR ComMPANY; and a model (in which 

draping is the only treatment) in smooth kid 

in a new brown shade from AMALGAMATED 
LeatHer Companies, INc. 


Elasticizing has been very successfully applied to kid- 
skin this Spring and will undoubtedly be important 
this Fall. 

The problem of selling colors is never a difficult one 
with kidskin. This season, in particular, should offer 
unusual opportunity for successful promotion of colored 
kidskin shoes. The woman who has enjoyed her gay 
Summer shoes may not want a pair for early Fall but 
she has become color-minded from her head to her feet 
this year, and as the season advances she will begin to 
think of a colored shoe again. Before getting a colored 
kidskin, however, she may want a pair of black ‘o 
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follow her black suede or to supplement her black 
suede for certain occasions. 

Or, she may buy a pair of brown in one of the new 
rich, dark tones. The interest in brown for dressy shoes 
seems to be growing. Women are asking for them in 
the stores right now and retailers are finding them- 
selves compelled to put in some dressy patterns in kid- 
skin. The color trend in ready-to-wear is, of course, the 
explanation. So many of the season’s colors—bright as 
well as pastel and neutral—call for brown accessories. 
Brown and white prints are coming into the fashion 
picture also. Women are re-discovering brown! The 
importance of brown furs—even greater than a year 
ago—will be the one main cause of the popularity of 
brown this Fall. 

The other color family expected to play a leading 


In the photo at the right: Heavily grained blue 

kid by Mrrcue tt & Pemson, Inc. is used in a 

walking pattern with built-up leather heel. 

Clear wine in crushed kid (Sealee) by Joun 

R. Evans & Company is combined with suede 
to make a very tailored type. 


[95 | 


réle in Fall shoes is, of course, the wine family. There 
are two new wine shades on the market, put out by the 
Textile Color Card Association, and there will probably 
be variations on these as the season advances. The 
lighter, livelier, redder wine (Bordeaux Rouge) has 
been chosen by one leading kidskin tanner as the best 
shade for early selling. His color rating for glazed 
kidskin puts Portbrown, the new “reddish brown of 
wine undertone” first, then Bordeaux and then Parisian 
Blue. (Just how important blue will be in the Fall 
picture nobody knows, but it will no doubt be in some 
demand.) Other tanners will probably sell more wine 
and less brown. The whole color question is dependent 
on developments in the fabric market and the buying 
in the ready-to-wear market. 

In a listing of colors for grained or crushed kid- 
skins in walking types, the tanner quoted above gave 
the following listing: First place to Portbrown, then 
Bordeaux, Red Henna (a new color in the terra cotta 
family) and finally Parisian Blue. These four colors 
offer smart accents or blends with the tweed colors 


which may be expected to be leaders this Fall. 


ed 


FOR TOWN, 


THE tremendous volume of business done in black 
patent leather this Spring has led us to investigate its 
prospects for the coming Fall. Although the general 
opinion is that it is wiser to consider patent primarily 
as a Spring leader, a number of retailers whom we 
questioned agreed that some black patent leather may 
be included in the early Fall selling. 

They are also considering the possibilities in brown 
patent leather. There is a demand for this leather— 
very spotty and not at all big but still a desire on the 
part of some style-conscious women to combine two 
smart ideas, the established vogue for patent and the 
growing interest in brown shoes and accessories. 

For resort selling there seems every good reason to 


AND 


expect that there will be a market for colored patent— 
some blues, wines, tans and rosy beiges. The vogue 
for black patent, for smooth surfaces, for color in 
shoes—all these points have promotional value for the 
retailer. There is no smarter accent for a pastel wool 
costume or a print dress than a patent leather shoe in 
black, white or colors. We think you can do something 
-—come resort selling time—with colored patents if you 
pick the right colors and give them the right promotion. 

And speaking of right colors, we are full of en- 
thusiasm for the calfskins in the new Fall colors. First 
of all, there are the browns with mahogany or reddish 
undertone. They will be beautiful accents to many of 
the Fall fabric colors in tailored town clothes. Green. 


In the photo at left a blue 
patent pullover for early Fall 

promotion or resort wear. From 
LeatHer ComMPANy. And 


Cotonmuat Tanninc Company. 


We 
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In the photo, right, a tail- 
ored caljskin pattern 
using the new dark warm 
brown tones. From E. 
HusscHMAN & Sons, 
Inc. And above, a calf- 
skin oxford in rich ma- 
hogany brown. From THE 
Onto LeatHuer Company. 


for one, is more and more in the style picture. It runs 
from the new “Navy” or very dark shade to moss and 
lighter. The beiges, rusts, purples and various pastels 
(which have a certain place even in Fall clothes) all 
take brown as a natural in shoes and accessories. Brown 
furs and fur coats also favor the brown shoe. 


SOME blue calf shoes will undoubtedly sell in a 
lighter-than-navy tone. All the purple, mauve and rose 
family of wool fabrics look very smart with blue shoes. 
Of course, some navy will also be sold. Certain centers 
sell it 12 months of the year. The question of navy is 


An interesting resort sandal in 
rosy tan and white calfskin. 
From American 
LeatHer Company. 


A 


very much one of location, but it does sell a little every- 
where in the early Fall run for wear with Spring navy 
suits. 

Naturally there will be a demand for calf shoes in 
the new wine tones, especially with certain tweed colors 
and the black costume. 

Lighter brown tones, like the new French Cognac in 
the Textile Color Card Association’s colors, and Burnt 
Toast, from the same source, as well as the lighter wine, 
Bordeaux Rouge, Fairway Green and Red Henna, 
should all be very smart in somewhat casual types in 
reverse and alligator calf, genuine reptile and pigskin. 
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USTOM FINISHING . . . NEW GRAINS 


THESE ATTRAGTIVE FALL PATTERNS 


LAST Fall, because of antiquing and custom finishing, we 


Calf cast and finish. Now it appears that grains, including the 
whole range, from the lightest thistle to the heavy Scotch 
pebbled variety, are due for a renaissance, because of this same 
custom finishing. And a season in grains is a profitable 
season for the merchant as we have said so often before, for 
grains make an extra sale—the customer must have shoes 
of smoéth finished leathers, as well as rough surfaced types. 
This variety also reduces the number of different patterns 3 
which a merchant must stock, since the surface interest of the - 
grained leather itself changes any basic pattern to a degree | 
where it becomes a different shoe. 

The general trend in the detailing of men’s shoes for Fall 
fits very well into a “grain picture.” The sturdy water-re- 
pellent brogue is ideal for expression in grains, while clubbier 
brogues, increasingly important in street shoes, become sturdier 
in these interesting leathers. But, in detailing grained shoes, “ 

[TURN TO PAGE 121, PLEASE] 
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Above. Left to right. THe Diamonp SHoe Company makes this at- 

troctive custom model from HusscHMan’s No. 217 CatF ANTIQUED. 

Gurmann’s Gampota Catr in a wing tipped model by THe House 

or Crossy Square. Gatitun’s No. 8 Norwecian in a full English 
brogue from Curtis SHoe Co., Inc. 


In the photo on the opposite page, five street models— 
clockwise—Gatiun’s No. 29 Creran in a street type from 
Curtis SHoe Co. Inc., Frep Ruepinc’s Hockey Grain 
in a Raglan model by Tue House or Crosspy Square. 
Gurmann’s Grain in a four-eyelet blucher, a Rosier 
Snore from Brown SHoe Company. Monarcn’s No. 102 
Avaskan Gratn antiqued in another blucher by Roster. 
Onro Narurat Warer-Proor in an interesting five- 
eyelet pattern by Curtis SHoe Co., Inc. 


Right. Tan kidskin from Duncan, Hoop & Co., 
Inc., used in a blucher showing how effectively 
this supple leather is detailed in a high style shoe. 


Below. Top to bottom. Sracy-ApAms CoMPANY uses Cordovan 

leather for this first brogue. Bannet’s Gratin in a street type 

model from Fiint Company. GALLuN’s NorwWEcIAN in 

a medium brogue from Heywoop Boor & SHoE CompPpaNy; and 

Gattun’s Cretan in an interesting plug pattern from Sracy- 
Apams Company. 


Accessories Courtesy 
Samsrooks, Lrp., New 
York. 


Fabric Background by 

Twyeffort, Inc. Hats 

by Schoble, Philadel. 
phia 
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MIORE rational country shoes this Fall? Decidedly yes, and 
more classic too. Slowly and surely, but inevitably, the ex. 
treme novelties are shaking themselves down to basic types, 
dropping their gingerbread effects and becoming more classic 
in appearance, but they have left their marked influence on 
the shoes which are being designed for Fall. 

Forgetting for the moment the intense promotion thrown 
behind novelty patterns, promotion which made sales and 
profits unquestionably, the fact still remains that the corre:t 
shoe for wear in the country is a sturdy shoe. And, it shou'd 
be a shoe with water-repellent sole of leather or crepe rubbe:, 
tightly constructed over a full last in a brogue or plain to: d 
blucher pattern, or in the popular Norwegian front which is 1s 
basically sound as any brogue pattern we have. For weir 
with those Shetlands, Saxonies and Cheviots these are, and 
should be, the acceptable patterns. And just as the cut of a 
man’s coat is different for country wear from the one he wears 


Above. Freeman Corp. uses Monarcn’s Barrmoor Monarcn’s Oxrorp Grain antiqued. Heywoop Boor & 
Grain No. 5207 in a plain toe, and No. 509 in a wing tip SuHoe Company uses Ginger Pig in its five-eyelet blucher, 
rubber sole model. Also ab a full brogue reflecting and the Joun E. Lucey SHoe Company makes this 
the Dutch Boy influence by Curtis Suoe Co., INnc., using Monk pattern in Joun R. Evans’ Morocanna Gratv. 
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jn town, just so must his shoes have that difference in line and 
materials. 

With the acceptance of extreme novelties there is bound to 
be a certain let-down in this nice distinction and the more 
active promotion of this type becomes, the more often there 
will be found men who will say, “if this shoe is all right in the 
country, what is wrong about it for town?” It is then that we 
see those classic examples of bad taste which were so evident 
last Fall, and which with the warm days we've had are begin- 
ning to appear on the streets heavy-footed and looking like 
fugitives from a field trial. 

These classic types for correct country shoes may well include, 
as we do in our illustration, first the plain toed blucher, the 
full heavy brogue and the monk type which is beginning to 
show decided life again and which is due, we are reliably in- 
formed, for extensive promotion this Fall. (An outstanding 
example of this type of shoe will be found in the large illustra- 

[TURN TO PAGE 12], PLEASE | 


White buck stays classic, flanked by two shoes with a good use of white 
pigskin. ‘Three resort models from Heywoopn Boor & SHor Company. 
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FALL LEATHERS AND COLORS 


Brands and Shades te Be Shewn by Tanners Exhibiting 
at the 


AGOOS ~~ COMPANIES, 


Black Doeskins 
Colored Doeskins 
Malay Alligator Calf 
Crushed Softee Kips 
Vobuk 


ALLIED KID COMPANY 


New Castle Division 
Glazed Kid 


India Brown, No. 3N 
Muscatel, No. 40 
Sheraton Brown, No. 1446 
Red Henna, No. 1270 
Redbark, No. 1420 
French Cognac, No. 1422 
Fresh Earth, No. 1275 
Burnt Toast, No. 375 
Porto Plum, No. 1050 
Horizon Blue, No. 1380 
Moonstone, No. 1390 
Carnation Red, No. 1475 
Chateau Wine, No. 1425 
Bordeaux Rouge, No. 1212 
Harvest Wine, No. 1075 
Parisian Blue, No. 1365 
Marine Blue, No. 1330 
Admiralty Blue, No. 1311 
Midnight Blue, No. 1310 
Portbrown, No. 2N 
Fairway Green, No. 1141 
Black Shadow Kid 
The above colors also in New 
Castle Shadow Kid. 


New Castle Division 
Maracain Kid 


Butterball Beige, No. 400 
Flamingo, No. 1500 
Caramel, No. 380 

French Cognac. No. 350 
Russet, No. 1430 
Brownspice, No. 152 
Muscatel, No. 40 

Red Grape, No. 1075 
Claret, No. 1212 


New Lighter Version of 1425, No. 


1427 
Carnation, No. 1475 
Teal Blue, No. 1188 
Green Gage, No. 1199 
Fairway Green, No. 1144 
Parisian Blue, No. 1365 
Sailor Blue, No. 1311 
Marine Blue, No. 1330 


Waldorf-Astoria, March] 27 - 28, 


Lists as received from tanners up te time of going to press. 


Standard Division 
Daytime Suedes 


India Brown, No. 744 
Muscatel No. 748 
Marine Blue, No. 772 
Sailor Blue, Ne. 775 
Sheraton Brown, No. 759 
Fairway Green No. 764 
Chateau Wine, No. 732 
Red Burgundy, No. 738 
Red Grape, No. 793 
Castle Beige, No. 719 
Red Henna, No. 757 
Caramel, No. 711 
French Cognac, No. 713 


Standard Division 
Daytime Shades in Glazed Kid 


Marine Blue, No. 137 
Sailor Blue, No. 36 
Muscatel Brown No. 31 
Portbrown No. 31 
Sheraton Brown, No. 411 
Chateau Wine, No. 459 
Red Burgundy, No. 486 
Red Grape, No. 458 
Castle Beige, No. 219 
Fairway Green 


Standard Division 
Evening Shades in Glazed Kid and 
Doeskin 


Wistaria Kid, No. 17 
Wistaria Suede, No. 702 
Lilac Kid, No. 7 
Lilac Suede, No. 794 
Cyclamen Kid, No. 5 
Cyclamen Suede, No. 720 
Fuchsia Kid, No. 4 
Fuchsia Suede, No. 724 
Royal Purple, No. 790 
Delphinium Blue Glazed 

Kid, No. 420 
Delphinium Blue Suede, No. 784 
Royal Blue Suede, No. 783 
Primavera Glazed Kid, No. 6 
Primavera, No. 767 
Shamrock, No. 768 
Geranium Red Glazed Kid, No. 45 
Geranium Red Suede, No. 728 
Teal Blue Suede, No. 789 
Flamingo Suede, No. 729 


McNeely Division 
Glazed Kid For Women 


Portbrown, No. 25 
Claret, No. 44 


Indies Brown, No. 74 
Sailor Blue, No. 88 


Glazed Kid For Men 


French Cognac, No. 19 
Britain Brown, No. 28 


Quaker City Division 
Glazed Kid For Women 


Black Glazed Kid 
Black Silkid 


Glazed Kid jor Men 


Black Glazed Kid 
Black Silkid 


Sterling Division 
Alpene Goat 


Black 

Parisian Blue, No. 2365 
Admiralty Blue, No. 2111 
Harvest Wine, No. 2455 
Fresh Earth, No. 2230 
Flamingo Red, No. 2500 
Japonica, No. 2700 
Caramel, No. 2380 
Butterball Beige, No. 2400 
Calfskin Russet, No. 2430 
Hubschmann’s 953 Brown No. 2953 
Muscatel, No. 2910 
Evergreen, No. 2970 


Also Gold and Silver Kid, 
Sterling Patent Colt 


Black 

Port Brown 
Red Henna 
French Cognac 
Red Burgundy 
Sailor Blue 
Fairway Green 


Sterling Division 

Genuine Pig Suede Colors 
Harvest Wine, No. 3955 
Claret, No. 3212 
Pine Rust, No. 3350 
Japonica, No. 3270 
Geranium Red, No. 3230 
Marine Blue, No. 3330 
Parisian Blue, No. 3365 
Fuchsia, No. 3675 
Flamingo, No. 3500 
Red Grape, No. 3075 
Fairway Green, No. 3146 
French Cognac, No. 3280 
Port Brown No. 3200 

[TURN TO PACE 106, PLEASE] 
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Makes shoes that appeal to the 
smartest dresser..there is nothing 
more comfortable on the foot than 


this Vegetable Tanned Leather. 
Gutmann and Company = Tanners Chicago 
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GLAZED CALCUTTA 
COLOR KID | CHARMOOZ | LIZARDS | AMAZON | LININGS 
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HARVEST 
WINE 


PARISIAN 
BLUE 997 


BURNT 
TOAST 990 547 90 372D 


FRENCH 
COGNAC 


RED | 
HENNA | 907 


FAIRWAY 
GREEN 


INDIA 


BROWN 971 576 122 368D 


CLARET 


BROWN 


MAHOGANY | 393 490 426D 


MARINE 
BLUE 


PURPLE 


COFFEE | 
BROWN 919 676 123 80D 


GOLDEN 


WALNUT 124 913 7 359 225D 


Booth No. 6 
AMALGAMATED LEATHER COMPANIES, Inc. 
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BROWN 065 104 375D 
-—-| | | 
BORDEAUX | 
; ROUGE | 496 996 565 39 496D 
998 455 \74 2250 
359 1385 sD 
| |--—— |-- 
| 
440 923 440 440 8D 
a 465 | 954 455 475 3D 
| 159 959 259 330 26D 
482 | 948 482 1482 4D 
Wald 
| | Mar 
i HAVANA 42! 961 29 50 326D 
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recommendation. 


PRE-SHRUNKEN 
HAND BOARDED 
36 DIFFERENT SHADES 


Booth No. 6 
Waldorf-Astoria 
March 27-28 


HE WORLD'S FAIR LEATHER 


Two Original White Beauties for-1939 


THE PERFECT BUCK LEATHER 


A special tannage which produces a close fine nap. The 
acceptance of AMBUCK by shoe manufacturers of recognized 
standing in the field of high grade shoe production is its best 


AMAZON 


THE WORLD'S FAIR LEATHER 


CAN BE USED 
WITH OR WITHOUT 
ELASTICIZING 


AMALGAMATED LEATHER COS., INC. 


84 GOLD ST. 


», NEW YORK 


| 
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FALL 


Specialty Division 

Bahama Kid 
Castle Beige, No. 2722 
French Cognac, No. 2705 
Brownspice, No. 2752 
Muscatel, No. 2740 
Red Grape, No. 2795 
Claret, No. 2712 
Carnation, No. 2745 
Parisian Blue, No. 2765 
Sailor Blue, No. 2736 
Fairway Green, No. 2744 
Black, No. 2794 

Specialty Division 

Lining Kid 
Parchment, No. 154 
Dahlia Pink, No. 109 


Hyacinth Blue, No. 133 
Watercress, No. 111 


[CONTINUED FROM PAGE 102] 


White Hand Crushed “King Kid” 

“King Kid” Grains in Black, White, 
and Colors 

Gold and Silver Kid 


AMERICAN HIDE AND 
LEATHER COMPANY 


Willow Calf 

Royal Calf 

Princess Calf 

Mat Calf 

Rosebay Willow Calf 
Ooze Calf 
Pocketbook Willow Calf 
Cadet Patent 
Empire Sides 
Amerigrain Elk 
White Buck 


PETER BARAN & SONS, INC. 
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LEATHERS AND COLORS 


Slippers 
Lini 
Gussets 
Glove 


BESSE, OSBORN & ODELL, INC. 


Sheep Leathers for the shoe, hatband, 


and novelty trade in Colors and 
Naturals. Colors include several 
shades of Grey, our Water Lily, 
Kip Colors for heel pads, several 
shades of Tan, Parchments, Blue, 
Pink and Glazed and Dull Blacks; 
also White Chrome and White 
Alum. 


BISSELL LEATHER COMPANY 


Full line of Chrometite Colors. This 


line comprises Pastel and Sea- 
sonal shades. 


Briar Rose, No. 136 
Azalea, No. 188 
Sunmist, No. 186 


Line of colors on Vegetable tannage 
suitable for shoe linings. 


Genuine Baran Alligators in the new- 
est Fall shades. 


Orange Ice, No. 125 
Nutria, No. 118 
Cinnamon, No. 173 
Pearl Grey, No. 180 
Steel Grey, No. 181 
Lichen Grey, No. 196 


AMALGAMATED LEATHER 
COMPANIES, INC. 


Glazed Kid, Charmooz, Amazon, Cal- 
cutta Lizard and Alligator Lizard 
Lines in the following colors: 

Port Brown, No. 104 
Bordeaux Rouge, No. 496 
Harvest Wine, No. 174 
Parisian Blue, No. 411 
Burnt Toast, No. 490 
French Cognac, No. 402 
Red Henna, No. 407 
Fairway Green, No. 440 


Genuine Baran Cordovan Also, Embossed Leathers for the 


J. S. BARNET & SONS, INC. 


Thorobred Calf 

Gloria 

Brawnie 

Barnet Suede 

Sport—Men’s and Women’s Leath- 
ers 


BARRETT & COMPANY, INC. 


Llama Calf—Lined Weight and Un- 


lined Weight in the following 
colors. 

Black 

Port Brown 

Brown 1939 

Bordeaux Rouge 

Harvest Wine 

Parisian Blue 


Novelty trade and Millinery and 
Bag Suede. 


BURK BROTHERS 


Black Glazed Kid 

Dull Satin Kid 

Opal Oxide 
Shades 

Opalox Kid—in Various Shades 

Black Crushed Kid 

Colored Crushed Kid—in Various 
Shades 

Black Calf 

Colored Calf—in Various Shades 


W. D. BYRON & SONS 
OF MARYLAND 


Various 


Kid — in 


Full line of various colored Chrome 


Side Elk and the popular shades 
for Fall in crushed Grain. 


French Cognac 
Red Henna 
Fairway Green 
Vermouth Italiano 


Smooth Fall shades will be very 
distinctive in colors as well as 


finish. 


A complete range of Lining Stock 
comprising sixteen different 
shades. 


Also, Amalac, Amalco Trimming Beat Teast 
Leathers, Gold and Silver Kid. CARR LEATHER COMPANY 
Snowite Amazon, Ambuck, White BEGGS & COBB, INC 
Albuck, Buckid, White Glazed Suede Calf 

Side Leathers Burgundy, No. 6 


Kid, White Glazed Calf, Ambuck 
Calf. Dress Colors 


Dress White Smooth 


Belmont Tan, No. 7 
Green, No. 15 


A complete line of genuine reptiles ‘ 
ee Aer Snakes, Water Metallic Burnt Toast, No. 44 
toes Huarache York Tan, No. 62 


Portbrown, No. 68 


Win-Shed 
Brown, No. 80-N 


WILLIAM AMER COMPANY 


Black Glazed “King Kid” Suedes French Cognac, No. 85 
i Black Satin “King Kid” Prints Red Henna, No. 86 

Black Suede “King Kid” Patent Marine Blue, No. 108 

White Glazed “King Kid” Huarache Parisian Blue, No. 111 


[rurN TO Pace 112, 


White Suede “King Kid” 
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Pre-eminence in endeavor demands one’s 
4 heart and soul .. . only inherent love can 
generate perfection. 
” Any shoe manufacturer would much pre- 
nd fer to use SETON patent leather if he could 
get what was needed for his grade. It has 
long been . . . still is .. . SETON’S honor to 
serve the foremost quality needs in patent 
r upper stock. This is a justifiable point of pride. 
Other points of pride are that dealings with 
sia customers run smoothly; that retailers express 
satisfaction with shoes made of Seton patent. 
The people we like to do business with like 
to do business with us. That makes every- 
tee thing okay! 
ery 


Ns 


LEATHER CO. NEWARK, N. J. 
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gLAZed KID of the finest grain and sortest gexture hos 

olwoys been identified with New Castle pivision- Aso color 

house: * pas no POO Annually: xhe world markets ore 

combed for idskins of the fine quality reserved for this 

| super \eather- 

KID. gatin-sott \idskin jevelope? an colors with 

a muted ghodow WO by New Castle. For 

shoes with character ond richness: shadow 
‘id is the perfect specification may ordered block 

or ony of the glared shodes- 

New Castle's newest products exernplinies 
ancient panderott an moder leathers Lorge: gupple 
& ore ghrunk ond to achieve on anterestind nat- 
ural grain. This sn flexible \idskin. 
mnokes excelent jeother street and shoes: 
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4 
GLAZED KID in quantities for volume promotion. is pro” | 
duced PY standard pivision. Its styling and distribution 
facilities have made high-fashion colors gvailable in shoes | 
retailing all price lines: 
our kid guede.'s famous the world over for 
its soft surface and exquisite colors. Wt is ysed in al types of 
daytime and evening: 
EVENING SHADES in Glared Kid and Vode Doeskin have 
been added special feature of the standard this 
ate season because of the increased use of zhese leathers 
an evening shoes- Any of the pastel colors MoY be combined | 
with Sterling Gold oF Silver Kid. 


[110] 
BOOT AND 
| SHOE RECORDER, March 18, 1939 B00 
8 ned fit 
ath a grained 
KID: new version nd it's also 
greet ond ploy 
ish, 
ged pags ona belts 
1g most impor” 
| & ted shoe colors: they ysed 
| e 
patent in black ond an 
: | 
for its eve™ glossy =. and 
ve, 
wi 


BOOT anno SHOE RECORDER, March 18, 1939 | 


j 
{111} 
wowen’s KIDSKINs in browns: wine ond blue ore PFO 
duced PY gis division for America” ond manutac 
xurers- £ 
wen’s no nome hos more prestige 
eNeely’ among tanners producing \eather with the neces 
sory firmness and resiliency for men's shoes: 
ad 
wowen’s BLACK City Division makes only 
black, glared \id and silkid. is classic rhe black 
kid shoes which must be sncluded an every \ine. 
wen’s BLACK KID have an even textures firm bodys 
flexible structure: Quaker City hos all these merits: in 
men black glared and silkid. | 
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Bordeaux Rouge Parisian 


Brown, No. 115 
Bordeaux Rouge, No. 150 Harvest Wine Red Henna 
Harvest Wine, No. 155 Parisian Blue Fairway 
Black Burnt Toast . Indies Brown 
Also various colors of Carr-Buck French Cognac Sealee 
Red Henna Satin Black 
COLONIAL TANNING COM- Fairway Green Bright Black 
PANY, INC. Black Port Brown 
Black and Colored Patent Leather in Smooth Sides Burnt Toast 
the following Fall shades. Port Brown French Cognac 
Sno-White Bordeaux Rouge Bokhara 
Navy Blue, No. 364 Harvest Wine Black 
Parisian Blue, No. 446 Perisian Blue Flower Green 
Indies Brown, No. 258 Burnt Toast Burnt Toast 
Seal Brown, No. 532 French Cognac Sienna Rust 
Port Brown, No. 524 Red Henna French Cognac 
Britain Brown, No. 531 White Bordeaux Rouge 
Scotch Brown, No. 480 Black Navy 
Heath Brown, No. 483 Avenue Cal White 
Cognac, No. 523 Port Brown Fairway 
Satin White French Cognac Scotch Brown 
Pheasant Tan, No. 482 Red Henna Burnt Earth 
Tanwood, No. 481 Golden Havana Chateau Wine 
Burnt Toast, No. 503 Black Port Brown 
Bordeaux, No. 196 Partridge Prints Indies Brown 
Barolo, No. 530 French Cognac Marine 
Harvest Wine, No. 526 Barolo Japonica 
Ruby Wine, No. 497 Bracken Tan Morocanna 
Vino, No. 533 Scotch Brown Cordo 
Canyon Red, No. 528 Black Bracken Tan 
Fairway Green, No. 529 Elk French Cognac 
Black Brogandi 
DONNELL & MUDGE, INC. White onl 
Moisture-Proof Sheepskins, Lamb- Brown, No. 107 Fairway 
skins and Skivers. Brown, No. 110 Burnt Toast 
Red Henna 
F. C. DONOVAN, INC. JOHN R. EVANS & CO. Bordeaux Rouge 
DOV Kip Linin Natural) Peerless Kid French Cognac 
NAVONOD in Linines (Colors) Ruby Kid Dawn Kid (Satin Matt) 
Natural DOMOC Mosk 
arisian No. rown 
Marine, No. 121 Blue 
DUNGAN, HOOD & CO., INC. gg “" 102 Linings 
Kid White 
Blue Glazed Kid Scallop, No. 5 
Brown Glazed Kid Peerless Suede Perle, No. 10 
White Glazed Kid Evanette Black Turret, Ne. 14 
The same colors in our Brazilian Evanette White Waterlily 
Kid line. Parisian, No. 823 Grey Dusk, No. 6 
azilian Ki » No. alnut, No. 
Dull Black Br. Kid Wine Brown, No. 804 Robin Ha 85 
EAGLE-OTTAWA LEATHER Burnt Henna, No. 867 Salmon, No. 65 
‘ COMPANY Crushed Grape, No. 871 Wood Beige, No. 75 
Eagle Calf Brown Mahogany, No. 873 Pink Petal, No. 200 
Black Tartarkid Biscayne, No. 220 
Bourbon Barolo Spring Green, No. 230 
York Tan Scotch Brown Gold and Silver Kid 
Bourbon Boulevard French Cognac 
Alaric No. 12 Black S. B. FOOT TANNING 
Britain Brown Caracul COMPANY 
; Old English Brown Tanwood Usual line of heavy service leathers, 
/ Patent Pheasant Tan such as full grain and snuffed 


| Port Brown Britain Brown [TurRN To pace 114, PLEasF] 
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al CAPRE* 
A|| FEATURES 
FALL COLORS 


PORTBROWN 
, Seve 
FRENCH COGNAC 
4 And Many Others 


A TIMELY, brilliant feature wherever it has 


been shown, Surpass Capre* Kid offers shoe manu- 
facturers and retailers a genuine opportunity for 
Fall Promotion. 


During the Show, stop in at the Surpass Booth in 
the Waldorf and examine Surpass Capre* Kid. Hand 
boarded and suitable for elasticizing, Capre* 

offered in Black and a wide variety of modern, 


attractive colors well worth your careful inspection. 


Surpass Capre* Kid is another outstanding Surpass 
Product that is notable for the same high quality that 
has characterized the entire Surpass line for more 


than three generations. 


When you investigate Surpass Capre* by all means 
see Surpass Black and Colored Glazed Kid, Lining | 
Kids, Black Suede and a whole host of the shoe 
world’s favorites. 


| 
toe. 
3 
~ 
| 
| 
REGISTERED TRADE NAME 
SURPASS LEATHER COMPANY 
PHILADELPHIA, PENNSYLVANIA, U.S. A. 
ASE] 


Waterproof side leather, Work 
Shoe Elk, Work Shoe Retan. 
Various types of Moccasin and Sport- 
ing Shoe Leathers, such as Go- 
pher Grain, Skagway Grain, 
Elskar Grain, Fairway Grain, 
Glovtan and Moccasin Pac, in 

all of the latest colors. 

New line of lighter weight, finer type 
of connected Elk in White, Sad- 
dle Tan, Golden Wheat and 
other popular shades of Brown. 
Also latest shades of the printed 
leathers, such as Harvest Grain. 


A. F. GALLUN & SONS 
CORPORATION 


Men’s Leathers 
Cretan 
Eskimo 
Norwegian 
Viking 


In various colors and black. 


GONIPROW KID COMPANY 


Black and Colored Kid 
Gun Grey, No. 50 
Dark Grey, No. 25 
Grey, No. 20 
Waterlilly, No. 75 
Chaff, No. 55 
Fawn, No. 35 
British Tan, No. 36 
Thistle, No. 38 

And Pastel Shades. 


THE GRIESS-PFLEGER TANNING 
COMPANY 


Lozant Russia Kips 
Lozant Russia Sides 
Lozant Sport Elk 
Lozant Work Shoe Elk 
Lozant Retan Sides 
Lozant Grain Sides 
Lozant Buck 


GUTMANN AND COMPANY 


Gambola 
Ski Leather 
Fall Grains 


L. H. HAMEL LEATHER 
COMPANY 


“Nu Process” Glazed Kid and Kid- 
Finish Lambskins will be fea- 


tured in the following colors: 
Kid 
Apricot, No. 347 
Special Beige, No. 372 
Special Beige, No. 377 
Slate Grey 


[CONTINUED FROM PAGE 112] 


Medium Grey, No. 356 
Special Grey, No. 333 
Paris Grey, No. 359 
Dawn Grey, No. 317 
French Grey, No. 394 
Special Grey, No. 334 
Mocha, No. 323 

Palm Beach, No. 331 
Thistle, No. 343 

Grey, No. 300 

Water Lily, No. 327 
Blue, No. 308 

Green, No. 309 

Pink, No. 311 

Old Rose, No. 351 
Medium Brown, No. 357 
Hunter Brown, No. 326 
Jade, No. 303 


Lambskins 
Special Beige, No. 172 
Special Beige, No. 177 
Medium Grey, No. 156 
Special Grey, No. 133 
Dawn Grey, No. 117 
French Grey, No. 194 
Special Grey, No. 134 
Palm Beach, No. 131 
Mocha, No. 123 
Thistle, No. 143 
Grey, No. 100 
Water Lily, No. 127 
Blue, No. 108 
Green, No. 109 
Pink, No. 111 
Medium Brown, No. 157 
Hunter Brown, No. 126 
Jade, No. 103 

Also, Black Glazed Kid and various 

shades of Garment Leather. 


THOMAS B. HARVEY 


Black Suede Kid 
Brown Suede Kid 
Suede Kid in colors 
White Swan-Buc— Women’s and 
Men’s Weight 
Kid Linings 
In Men’s and Women’s weights. 


HITEMAN COMPANY, 


Promenade: A full line of men’s calf 
for Fall in colors to match the 
Textile Color Card. 

Ebon-Apex: Men’s weight black calf 
both smooth and boarded. 

Impervo: A _ water resisting Calf 
leather in colors and black. 

Braeburn: A Fall grain in Black 
and Colors. 

Pedigree: A line of calf for slip- 

pers in a range of high colors. 
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FALL LEATHERS AND COLORS 


HUBSCHMAN & SONS, INC. 


Black, White and all Fall shades of 
Colored Calf Leather. 


HUNT-RANKIN LEATHER CO. 


Bucko Calf 
Velvetta Suede Calf 
Infanta Russia Calf 
Bag Tuscan Calf 

In all the popular colors. 


IRVING TANNING COMPANY, 


“Irvtan” Side Leathers consisting 
chiefly of White Buck; white 
and colored Elk; Gun _ metal, 
White and other seasonal colors 
of Smooth Sides. “Velna)” 
Suede in seasonal and popular 
colors and in weights suitable 
for Men’s and Women’s popular 
priced footwear. 

Also full line of Chrome Splits for 
the general Shoe and Slipper 
trade and Retan Splits for Men’s 
Shoes. 


A. C. LAWRENCE LEATHER CO. 


Calfskin 
Juniper (For Women’s Shoes) 
Black and Colors 
Juniper (For Men’s Shoes) 
Black 
Weilda 
Shoes) 
Black and Colors 
Duro (For Men’s Shoes) 
Colors 
Shoe Side Upper Leather 
Gun Metal—Sides and Kips—Black 
and Colors 
Hikon (Elk)—Sides and Kips— 
Black and Colors 
Buccaneer—Kips and Veals—Black 


Suede (For Women’s 


and Colors 
Nubuck—Sides and Kips—Black 
and Colors 
Diamond Patent Leather—Sides and 
Kips 


Blacks and Colors, including |lat- 
est 1939 Fall colors. 


Sheepskin 
White Barilla—Outsides 
White Chevrita—Outsides and Lin- 
ings 
Colored Barilla—Linings 
Colored Lambskins—Linings 
Colored Lawroslipper (Lawroleath- 
er) 
Shearlings 
Bark Shoe Stock 
[TURN TO PACE 118, PLF ASE] 
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Yout Cath Regislet 


F OR profits in men’s footwear, well-styled shoes of genuine Kangaroo 
are prime favorites with aggressive retailers everywhere. 


Men are easy to sell on this fine leather because of its outstanding : 
characteristics, because it’s a man’s leather for active feet ... and 
once sold, men from Maine to California keep coming back for more. 


As tough as rhino yet as soft as fine kid, genuine Kangaroo offers 
; real foot comfort, pliability and light weight, yet is 17% stronger, 
weight for weight, than any other leather. 


Feature shoes of genuine Kangaroo in your store. Keep your own cash 
register busy with these shoes that not only bring you definite sales 
and advertising advantages, but make lasting friends of your cus- 


tomers as well. 


by the... 
SURPASS LEATHER COMPANY 


RICHARD YOUNG COMPANY Add to your sales of Kangaroo shoes. While the 


supply lasts, the Kangaroo Association, 9th & 
Westmoreland Streets, Philadelphia, Penna., will 


LIEGEL EISMAN COMPANY Sige as Sond the the 
shoe manufacturer from whom you purchase your 
Write 


| 
Ng 
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— 
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FALL LEATHERS AND COLORS 


Cuff Stock—White, Natural, and 
Electrified Colors 

White Suede Kid 

White Mello Crush 

White Mello Perle 

White Perle 

White Glace Kid 

White Glace Cabretta 

White Smooth Calf 

White Boarded Calf 

White Crushed Calf 

White Genuine Buck 

Black Suede Kid 

Black Satin Mat Cabretta 

Black Mat Goat 


G. LEVOR & COMPANY, INC. 


White Suede Kid 
White Mello Crush 
White Mello Perle 
White Perle 

White Glace Kid 
White Glace Cabretta 
White Smooth Calf 
White Boarded Calf 
White Crushed Calf 
White Genuine Buck 
Black Suede Kid 
Black Satin Mat Cabretta 
Black Mat Goat 


HERMANN LOEWENSTEIN 


Suede Calf of Various Colors and 
Genuine Buckskins. 


McNEELY & PRICE COMPANY 
20th Century Black Glazed Kid 


Crushed Kid in various colors. 


MITCHELL & PEIRSON, INC. 
Glazed Kid shoe stock in black 
and the popular shades of blue 
and brown 


Parchment 
Beige 
Crushed Kid in all of the popular 
and high style colors. 


MONARCH LEATHER COMPANY 


Various leathers in popular shades. 
Natural hand boarded effect 
Barrmoor 


[CONTINUED FROM PAGE 114) 


Croydon 
Fairmoor 
Saranac 
Bordeaux 
Dartmoor 
Norsemoor 
Waterproof Leather 

Cordo 

Monco 

Polar 

Golfmoor 

Otter 

Watershed 
Custom Finish 

Antique Grains 

Montan 
Other Popular leathers 
Heather 


R. NEUMANN & COMPANY 


Alligator Calf, Aniline finish 
Lizard Calf, Aniline finish 
Alligator Calf, Lacquer finish 
Lizard Calf, Lacquer finish 
Softy Calf 

Genuine Softy Buffalo 
Genuine Seal 

Genuine Ostrich 


NORTHWESTERN LEATHER 
COMPANY TRUST 


Nowesco—high grade kips for new- 
est type men’s dress shoes 
Deerskin—full grain Elk kip sides 
Elco—Sport Elk leathers 
Sootan—heavy Elk leathers for un- 
lined shoes and snow boots 
Russide—smooth side leathers, lat- 
est colors 
Pac, Printall, and Tartan Grains— 
Embossed sides, latest finishes 
Splits—for quarter linings and 
slipper soles 


OHIO LEATHER COMPANY 


Complete line of women’s weight col- 
ored calf known as Kafforite and 
Kozy Calf in all the new recom- 
mended Fall shades. 

Men’s_ leathers—the new adopted 
shades in Luxor and Dressysport 
Leathers and in Black Calf, Jack 
Jetta for men and Jill Jetta for 
women. 

Several novelty lines of men’s calf 

leathers, including Weatherite. 

Shrivel Grain and Girard Calf. 


Ohio Embossed Grains 


New Fall colors in popular Baby 
Mexican Alligator 

Bayou Alligator 

Baby Yucca Alligator 

Chamela Lizard 


PARIS TANNING COMPANY 


Lordco Sport Elk 
In full grain and corrected kips 
In full grain and corrected ex- 
tremes 
Roban 
Smooth leather for heavy sport 
shoes and moccasins 
Heavy Grain Leathers 
For men’s shoes 
Smooth sides in Black, White an: 
popular colors for women’s shoe- 
Embossed Leathers 
In popular grains 


CHARLES L. PIERCE, INC. 
The following leathers: 

by Verza 
Velskin Suede Calf 
Economy Suede Calf 
Velskin Calf (smooth, grain calf! 
Raretan Calf 


by Cummings 
Balsa and Saxony (vegetable 
tanned ) 
Pocono—smooth and boarded Natu- 
ral back 
Hobby Grain (shrunken grain) 
Fancy grains 


by Radel 
Cordovan 
Cordotip 


JOHN J. RILEY COMPANY 


Black and colored Patent Leather 
Smooth Side Leathers 

Gun metal 

Colors 

White smooth 

White Buck 


FRED RUEPING LEATHER 
COMPANY, INC. 


Upper Leather 
Anoka Calf 
Kin Kin 
Kankakee 
Hockey Grain 
Mellow Grain 
Piccadilly Grain 
Tartan Grain 
[TURN TO PAGE 122, PLEA-t] 


Lambuck 
: Thistle 
Jupiter 
Pyg 
Yucatan 
Slipper Stock 
Red 
Blue 
Brown 
Green 
Burgundy 
Lining Stock 
Gray 
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WHITE 
LLAMA 
CALF 


— Light weight Llama for light, 
airy shoes. 


— Natural grain, not embossed 


— Will not pull out smooth 


— Displayed in Booth 61 


Barrett Co., Inc. 
VESEY STREET, NEWARK, 
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OW your heart bleeds for your salesmen 
H when they encounter this stony-faced type 
of buyer! 
these men with the lackluster eyes. They sit 
through your salesmen’s most impassioned ar- 


guments with an emotionless calm that borders 


Tougher to sell than “tough guys”, 


upon the sinister. A cruel, cruel mask of sales 
resistance . . . and very, very effective. 

But when these dead-pan guys pick up Boot 
& Shoe Recorder, they hang up those cold, 


grim masks. They are with an editor in whom 
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they have confidence. And they are getting the 
authoritative business counsel for which they 
have paid in advance with voluntary subscrip- 
tions. 

Your advertising in Boot & Shoe Recorder 
can never take the place of your salesmen, but 
it can get your message to their hard-to-sell 
prospects in the Retail Shoe field while they 
are in a receptive frame of mind. It can make 
it easier for your salesmen to get a rise out of 


poker-faced buyers. 


BOOT & SHOE RECORDER 
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Surface Interest 


[CONTINUED FROM PAGE 101] 


tion on this page and in one to be 
found in the carry-over of this article.) 
When you see your Fall brogues for 
gountry wear, and for that matter for 
town wear too, you are going to see 
new attention paid to extensions. They 
are fuller and more even in character 
and this acceptance extends to Florida 
itself. Interesting because, for years, 
the South was held inviolate to custom 
effects, particularly to heavy extensions 
an spades on the sole. 

On the subject of country shoes and 
water-repellent types, it seems logical 
that a real job might be done in a shoe 
combining a stout crepe sole and a 
storm-welt, say on a plain toed blucher, 
gut from an oil treated grain. Such a 
Shoe, by all indications, would make a 
feal water-tight job, particularly if a 
reversed welt and double construction 
were used. By the same token, why not 
alow boot for real wet weather country 
wear, jodphur in expression and with 
this same crepe sole and welt treat- 
ment. Here is a shoe worth more than 
passing mention and more will be said 
about it later in these columns. 

This same fine sense of propriety 
need not restrain the man who details 
Shoes for his resort business and while 
these shoes do not come strictly under 
the heading of Autumn types, they do 
form a good percentage of the Fall 
amd Winter business. The all-over 
White buck shoe we illustrate will hold 
itself faithful to the classic full brogue 
régardiess of any influence of novelty 
ideas. This rich expressive, and ex- 
pensive leather is by its nature re- 
served for such classic expression. 

Other novelty types will receive pro- 
motion in this classification and will be 
particularly interesting in white 
grained leathers such as pig, and 
simulated pig used alone and in com- 
bination with colored grains. 


Custom Finishing 
[CONTINUED FROM PAGE 98] 


and many of the Fall try-outs we have 
seen bear this point out, great care 
must be taken that we do not hark 
back to that heavy brute type, which 
rang the death-knell of grains in the 
late '20’s, and from which men receive 
the erroneous impression that grains 
were only for under-graduates with 
wool socks and tough-skinned feet. In 
a word, let’s take our flexible brogues 
and bluchers and work them in these 
stained and custom finished grains and 
leave the brute types, which reached a 
really successful promotion status last 
year, to the oil treated leathers ir: which 
they were so effective. 
In some of the newer kid tannages 
very interesting grains are to be found. 
being of a medium size and of 
a lighter tannage than that usually 


MEET THE 


Atistoctat of Soles 


LEATHERPLUS 
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and flexibility. 


Leather . . . but better than any 
leather you ever saw for long wear 


Naturally, LEATHERPLUS soles cost 
more than ordinary soles. 
hide selection and secret tanning treatments 
double the wear of ordinary leather . . . give 
extraordinary flexibility . . . permanent water- 
proofness . . . account for the difference. 
Your customers will remember these qualities 
long after they have forgotten the price. 
Being the “Aristocrats of Soles,” LEATHER- 
PLUS is found only on shoes that command 
the top prices. Your top grade line should 
have this extraordinary leather sole. Write to 


_ VAN TASSEL LEATHER CO. 


NORWICH, CONN. 
makers of VAN-TAN innersoles. 


Careful 


associated with grained leathers find 
splendid application in lighter weight 
street shoes of the type described above. 


Exports of Shoes to 
Puerto Rico Up 


WASHINGTON — Puerto Rico’s_ pur- 
chases of American-made leather shoes 
set a new high record during 1938, to- 
talling 2,920,000 pairs, an increase of 
6 per cent over the preceding year, 
according to a statement by the Puerto 
Rican Trade Council, based on U. S. 
Department of Commerce figures. 

“The value of shoes sold to the island 
from continental United States was 
$3,200,000, a gain of 3 per cent over 
1937,” the council states. “Shipments 
of men’s shoes were 10 per cent greater 
than the preceding year; youths’ and 
boys’ shoes were 38 per cent higher, 
and women’s and misses’ shoes declined 
6 per cent in quantify. 

“The island again purchased virtu- 
ally its entire requirement of shoes 
from the continental United States and 
remained the largest customer of main- 
land manufacturers, buying more shoes 
than all foreign countries combined.” 

Shipments of all goods from the 
States to Puerto Rico amounted to 
$80,750,000, a decrease of 10 per cent 
as compared with 1937, the council re- 
ports, although the quantity of the 
purchases was at or near the all-time 
peak reached in 1937. 


ON THAT NEXT ORDER 


for nap-sueded shoes . . . because 
RUFFIT is right. Your customers 
will agree that Ruffit's 30 euthen- 
tic colors... aniline dyed and 
colorfast . . . exactly meet their 
ideas of good looks and economy. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 
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Hiawatha 

Ooze Splits 

In shades that are in popular de- 
mand 


SETON LEATHER COMPANY 


Complete line of Patent Leather in- 
cluding all the new Fall shades. 
Zephyr Buck 
White 
Cream 


SURPASS LEATHER COMPANY 


Black Glazed Kid 

Brown Glazed Kid 

Blue Glazed Kid 

Black Suede Kid 

Capre Kid in Black and new Fall 
colors 

Sport Capre Kid for Unlined shoes 

Linings in staple and Pastel shades 

Kangaroo 


ALBERT TROSTEL & SONS 
COMPANY 


Atasco Calf 
Black and colors for men’s and 
women’s shoes 
Mellotan Calf—for unlined women’s 
shoes 
! Nubian Calf—for men’s dress shoes 


Pochette Calf—for ladies’ Pouch 
Bags 

Bagotan Calf—-for ladies’ Hand- 
bags 


WINSLOW BROTHERS & SMITH 
COMPANY 
Shoe Linings 
Standard vegetable tannage 
Full chrome tannage “Kiddie 
Khrome” 
Garment Leathers 
Suedes 
Smooth and Embossed Grain 
finishes 
Glove Leather 
All popular shades 
Colored Suedes 
Chrome or vegetable tannages for 
belt, bag and novelty work 
Embossed Grains 
For Bags and Leather novelties 
Shearlings 
Bark or Alum tannages 


RICHARD YOUNG COMPANY 


Genuine White Buckskins 

White Buck Finish Kangaroo 

Glazed Black Kangaroo 

Rychrome Lambskins in all Popu- 
lar Colors. 

White and Colored Lambskins. 


Softer Grains for Fall 


Blucher at top, from Gallun’s No. 8 
Eagle-Ottawa’s Tan Grain 


Promotion of Color 


[CONTINUED FROM PAGE 85] 


phasized, in connection with wine and 
maroon tones so prominent in ties, 
socks and striped shirtings, for the 
casual type of town shoe with semi- 
brogue detailing. 


CORDO (Repeated Color) 

This dark Cordovan tone is impor- 
tant for fall, especially in smooth 
leathers, for town shoes in plain toe 
moccasin front and brogue effects, of 
the casual types. It gains in importance 
as special water-repellent tannayes 
grow in acceptance for heavy Winter 
footwear. 


COUNTRY COLORS 


TANWOOD (Repeated Color) 

Repeated because it is growing in 
favor for strictly country shoes of the 
rugged types that are derived from ski 
boots, thong-laced bluchers and monk 
front patterns. In smooth leathers, 
pigskins and reversed leathers, also in 
soft grains, it is featured as a natural 
saddle tone. In both smooth and grained 
leathers, it is treated by the hand 
staining process to take on a darker, 
1uddier tonality. 


PHEASANT TAN (Repeated Color) 

For smooth saddle leathers, pigskins, 
soft willow grainings and heavy peb- 
bled leathers, this color can be fea- 
tured as a basic tone for hand stain- 
ing. It is growing in acceptance for 
sports and country type shoes, where 
the light ruddy toning is desirable to 
match other sports trappings. 


BRACKEN TAN (New Color) 

New sports brown ruddier than the 
basic Heath Brown, featured so long 
as a volume color for heavy elk fin- 
ishes and reversed leathers, as well as 
for boarded and willow grain finishes. 
For classic sports types, brogue, moc- 
casin and ski front patterns, also for 
casual and leisure type country shoes. 


FRENCH COGNAC (New Color) 

New rust tone for sports leathers of 
all types, including heavy pebbled 
grains and reversed leathers. For 
casual and country types, such as the 
new rocker bottom and _ thong-laced 
models worn by spectators at country 
sporting events, also for active sports 
shoes 


NOTE 
Black leathers retain their usvua! in- 
portance for Fall and Winter. 


co 


a 
‘ 
‘ 
4 
oa M. A. Packard Company makes this Fall vid 
j Norwegian; and below it Holland Shoe Co ‘ 
in this full Brogue. 
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A Glamorous (Season A head and it calls for light, airy footwear. Milius shows 


many a brilliant creation reflecting the present mood. The model illustrated, like all shoes made the Miliusway, is a Compo 
Single-Sole Shoe (Sbicca-DelMac). This new technique, now used by so many of the most successful manufacturers, pro- 
> 


vides a mellow softness and flexibility combined with amazing strength — definite characteristics of the Compo Shoe. 


COMPO SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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